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Fo ISSUE of The 
Feed Bag brings its readers 
the best ideas presented by 
trade leaders who were 
speakers at conventions 
recently held by the Penn- 
sylvania Millers & Feed 
Dealers association and the 
Central Retail Feed associ- 
ation. Several of the talks 
are published in full and 
all are recommended for 
careful study by those in- 
terested in making the most 
of their business opportun- 
ities. 
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USTOMERS are lazy. They want to buy the feeds they need with- 

out “‘running around’’. They expect a dealer to have not only the 

best of Dairy Feeds, but a complete line. They buy mostly where buy- 
ing is made most convenient. 
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The WISCONSIN LINE of Dairy Feeds not only brings repeat business 
because experience ratings are high and results count... but it contains a 
tested feed for every need... convenient for your customers to buy... con- 
venient and profitable for you to‘handle. Write for details today. 
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—and Highest Quality Feeds 


at 30 to 


LOWER PRICES Thana Year Ago! 


LLIED MILLS, Inc., makers of Wayne Feeds, have built up a 
many-sided service—an unusual service that has a nation-wide 
reputation for making sales. 


When we say we give you the help of resale men we mean experienced 
help of thoroughly trained men who are capable of correctly advising 
feeders. Wayne resale service means sales that repeat. 


Our advertising service is unusual, too. We furnish 19 different kinds 
of advertising. Wayne advertising for you is built to order for your own 
community. It fits your local needs. We have a district advertising 
manager for your territory—and it’s part of his job to see that you 
get the kind of advertising that sells feed. 


Our Service for Feeders is outstanding in thefeed industry. It covers 
thoroughly every phase of poultry and livestock production. On the 
Wayne Service Staff are seven recognized authorities on the care and 
feeding of farm animals. These men will help your customers with 
any feeding problem. 7 


Back of this unusual Wayne Service is a complete line of highest quality 
feeds, the best feeds you can buy—selling at prices that are from 30 to 
35% less than a year ago. Write us today and get the whole 
story of Wayne Feeds and Wayne Service. 


ALLIED MILLS, INC. 


Executive Offices: Chicago 


MILLS AT OWENSBORO, KY. OMAHA, NEBR. 
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Larro Family Flour Best for Bread, Biscuits, Cakes and Pies 
THE LARROWE MILLING COMPANY, DETROIT, MICHIGAN 


) 
A HAMMER 


AND SIX NAILS 


Nailing the Larro sign over your door is a simple job 
++. a hammer and six nails ... done in five minutes. 


And yet that simple job carries its effect down through 
the years of your business because it labels you as 
a merchant who handles feeds built for a single 
purpose—tfo produce the greatest possible profit 
over feed cost. 

The Larro sign tells the world that you represent an 
institution which has led the field: 


(a) In animal and poultry nutrition research. 

(b) In a chemical laboratory to guard the 
quality of ingredients. 

(ce) In methods to protect livestock from 
foreign substances in feed. 

(d) In processes to make feeds uniform. 


(e) In fair and honest dealing with customers 
of every description. 


Put the Larro sign over your door and see what the 
advantages of the Larro Franchise can mean in build- 
ing more business for you. 


FEEDS THAT DO NOT VARY 
FOR POULTRY—HOGS—DAIRY 
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Extra 


on Gold 


Standard of feed values for the 


fall and winter months ahead. 


Even your silver dollar now buys 


more value than ever before. 


Get back to better times with 
Gold Standard value of Arcady 
Feeds. 


ARCADY 


FARMS 
MILLING 
COMPANY 


Chicago, Illinois 
Kansas City, Missouri 


Extra Extra 
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Volume Seven 
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Number Ten 


Rapidly ChangingConditionsDemand 


Closer Dealer Cooperation 
Legislation Should Be Carefully Watched 


HE main purposes, aims and pro- 

gram of the Central Retail Feed 

association are more or less fa- 
miliar to all of its membership. It has 
behind it a record of splendid service 
and accomplishment in promoting bet- 
ter acquaintance and fellowship, elimin- 
ation of bad trade practices, better 
merchandising service and methods, and 
a fine educational campaign for feed 
dealers in better feeds and feeding. 

But in view of some of the events 
which have transpired within the past 
two years every thinking man in the 
feed business, as well as every man who 
buys feed, is sharply brought to the 
realization that new forces and _ influ- 
ences from without as well as within 
are constantly bringing about changes 
which vitally concern him. 

The recent action of the all-powerful 
interstate commerce commission in pro- 
mulgating drastic changes in freight 
rates and transit regulations is a strik- 
ing example of how the price of every 
pound of grain and feed shipped into 
Wisconsin can be changed overnight, 
and literally in this case by the stroke 
of a pen. 

Farmers Foot the Bill 


From most points in Iowa and Minne- 
sota these additional freight rates 
amount to about $1.00 per ton in the 
delivered cost of feeds and grain. With 
the estimated importation into the state 
of 1,000,000 tons of feedstuffs annually 
Wisconsin farmers will foot the bill to 
the tune of hundreds of thousands of 
dollars a year. Likewise the restrictions 
placed upon former transit privileges on 
teedstuffs milled, mixed or stored in 
transit mean higher prices wherever 
these feeds are shipped. 

Strangely enough it is not the rail- 
roads themselves that instituted these 
changes but the interstate commerce 
commission. In fact the railroads have 
actively opposed putting them into ef- 
fect. One certain effect of regulations 


will be in this territory at least to en- 
courage still greater use of trucks for 
With 


short haul distribution of feeds. 


_ By H. H. Humphrey 


railroads engaged in a life and death 
struggle with truck competition it is 
particularly unfortunate from _ their 
standpoint that they should be subject- 
ed at this time to restrictive regulations 
which prevent them from having a free 
hand in trying to hold their business. 


H. H. Humphrey 
Humphrey, Northern 


Mr. Milling Co., 
Wausau, Wis., deliveredj the address pub- 
lished herewith at the recent first fall-con- 
vention of the Central Retail Feed associa- 
tion held at Eau Claire, Wis. 


Realizing the far-reaching conse- 
quences of these new tariffs in increased 
cost of feedstuffs as well as curtailed 
freight service, grain and feed organi- 
zations have registered vigorous pro- 
tests with the commission and the rail- 
roads, and it is hoped that some of the 
more objectionable features will be re- 
scinded or modified. But those most 
vitally affected, the feed consumers, are 
largely unaware of what has transpired. 
Here surely is a case where this organi- 
zation through its members’ should 
point out to the feed consumers just 
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how these new freight regulations affect 
their feed costs and give them, too, an 
opportunity to voice their disapproval. 

All those connected in any way with 
the growing, milling, distributing or 
feeding of grain and feedstuffs are 
watching with keen interest the gigan- 
tic experiment in which the government 
is involved in the hope of stabilizing 
prices on wheat and cotton. 

There is another field in which an as- 
sociation of this kind can render a 
service not only to its own best inter- 
ests but to those of its farmer patrons, 
and that is by taking a more lively in- 
terest in matters of legislation, affecting 
their mutual welfare. 

As a class feed dealers are decidedly 
indifferent to what is going on at Mad- 
ison and Washington. For the most 
part they are law abiding citizens hap- 
pily contented to mind their own busi- 
ness like the proverbial miller with ‘one 
hand in the hopper and the other in 
the sack.” And for several years no 
measures directly affecting the feed 
business were introduced in the legis- 
lature. 

Open Formula Defeated 

However, three years ago the so- 
called “open formula feed labeling” was 
introduced in the state senate, where 
after thorough discussion and investi- 
gation it was defeated by a substantial 
majority. Not content with this action 
the sponsor of the bill had it introduced 
in the assembly, where the committee 
composed almost entirely of dirt farm- 
ers voted unanimously for its indefi- 
nite postponement, and the assembly 
later affirmed their recommendation 
without a dissenting vote. 

The same bill was again introduced 
in the session recently closed. This 
bill in its original form would have re- 
quired every mixed feed offered for sale 
in Wisconsin to be so labeled as to 
show the exact amount or percentage of 
each ingredient contained in such feed. 

The bill again met with vigorous op- 
position from this and other organiza- 
tions, including cooperative feed deal- 

(Continued on Page Thirty-nine) 
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FARM SERVICE STORES, INC., 
elevator, warehouse, feed mill and coal 


shed, Farmington, Minn., were des- 
troyed in a recent fire with a loss esti- 
mated at $50,000. The blaze followed 
an explosion which blew Ralph Bird- 
sell, manager, and three customers 
through the door uninjured. 


R. E. NYE, vice president, Denver 
Alfalfa Milling & Products Co., St. 
Louis, announces that the offices of the 
firm in that city have been moved from 
the Pierce building to 403 Merchants 
Exchange building. 


BIGNELL & McMAHON, Durand, 
Wis., purchased the warehouse and 
stock of the Eau Claire Seed Co. 


Control Officials Invite Feed 
Men to Washington Parley 


EMBERS of the feed industry 
are cordially invited to attend 
the annual convention of the 
Association of American Feed Control 
Officials which will be held at the 
Raleigh hotel, Washington, D. C., No- 
vember 5 and 6. An extensive program 
with talks and discussions covering a 
wide variety of subjects, has been ar- 
ranged. 
Edward Drescher, Alfocorn Milling 
Co., St. Louis, Mo., president of the 
American Feed Manufacturers associa- 


BAG FACTORIES ... 


ETTER BUILT 


AGS... 


COTTON 


M ILL eee 


BLEACHERY 


TALK Asout sacs! 


(Quoted from Customers’ Letters) 


-... any company that takes 
care of their customers in the 
efficient way that is the policy 
of the Werthan Bag Corpora- 
tion must continue to enjoy 
preference from people who 
are interested in receiving the 
best that is available.” 


Werthan Bag Corporation 
NASHVILLE ... NEW ORLEANS 
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tion, will be one of the principal speak- 
ers during the opening session of the 
convention. Others who will talk on 
the first day are Dr. Lewis Radcliffe, 
deputy commissioner of fisheries; \W. H. 
Hosterman, assistant marketing special- 
ist, hay standardization, and G. L. Bid- 
well, United States department of agri- 
culture, all of Washington, D. C. Dr. 
Radcliffe will discuss “Whale Meal”, 
Mr. Hosterman will relate the “Pro- 
gress Made Towards the Establishment 
of Alfalfa Meal Grades’, and Mr. Bid- 
well will discuss “Collaborative Sample 
Results.” In the evening the control 
cfficials will be guests of the American 
Feed Manufacturers association at a 
theater party. 


The last day of the convention will 
be devoted to a general round table 
discussion among the control officials. 
This will be a closed session. Officials 
who are to speak and the subjects which 
they will discuss are H. A. Halvorson, 
Minnesota, “Better Regulation of Lo- 
cal Batch Mixing by Control Officials;” 
J. W. Kellogg, Pennsylvania, “Should 
the Same Feed in Meal and Pellet Form 
Require Separate Registrations;” Ken- 
neth F. Fee, New York, “Should Man- 
ufacturers Be Required to State the 
Presence of Screenings in Wheat By- 
Products When Used as Ingredients in 
Mixed Feeds?”; H. H. Hanson, Dela- 
ware, “Is TIodized Salt Subject to Feed 
Legislation?”; W. B. Griem, Wisconsin, 
“Cod Liver Oil Control Measures;” G. 
S. Fraps, South Dakota, “The Distinc- 
tion Between Tankage and Bone Tank- 
age Should Be Based on Ash Content 
Instead of Phosphoric Acid;” F. D. 
Fuller, Texas, “Should a Statement of 
the Percentage of Calcium Carbonate 
Instead of Limestone Be Permitted 
When Used as an Ingredient in Mixed 
Feeds?” H.R. Kraybill, Indiana, “Should 
Yellow or White Hominy Feed Be Reg- 
istered Under the Name ‘Hominy Feed’ 
Without Designation of Color?’’; W. R. 
White, Canada, “Should Feedingstuffs 
Be Sold Under Names Which Indicate 
Either the Materials from Which Made 
or the Kinds of Livestock or Poultry 


for Which Intended?”; C. E. Bu- 
chanan, “Discussion of Yeast’: G. 
H. Marsh, Alabama, “What Consti- 


tutes Molasses in Mixed Feeds?”; W. 
C. Geagley, Michigan, “Should Not (1) 
an Acceptable List of Ingredients in 
Mineral Feeds Be Established (2) a 
Maximum Percentage of Certain Ingre- 
dients Be Established?”; G. L. Bidwell, 
United States department of agriculture, 
“Ergot in Screenings”. 


L. E. Bopst, Maryland, secretary- 
treasurer of the association, extends a 
cordial invitation to all persons inter- 
ested in feed control problems to at- 
tend the convention and participate in 
the activities. 


Chick 
Arnold 


Orin Trind! 


C. R. Whitney Lillian Schlitz 


H. E. Metcalf 


Fred 


Mrs. James Vint 
i Larson 


Central Dealers Display Optimism 
At First Fall Convention 


Speakers Present Host of New Sales Ideas 


ONFIDENT that the depression 

has wasted its fury and determ- 

ined to take advantage of every 
sales opportunity, more than 175 deal- 
ers, manufacturers and jobbers sat alert 
and attentive through the sessions of 
the first annual fall convention of the 
Central Retail Feed association, at the 
Eau Claire hotel, Eau Claire, Wis., Sep- 
tember 28. 

The program was aimed to refuel and 
energize the retail industry for the new 
season and it did just that. Every 
speaker delivered a talk that was brim- 
ming with new sales ideas and business 
building plans from beginning to end. 
The sessions were short and snappy 
and were attended by all present from 
start to finish. General opinion ex- 
pressed by the delegates favored the 
holding of a convention every autumn. 

President Optimistic 

Fred Stussy, mayor of Eau Claire, 
opened the morning session with a cor- 
dial welcome. In his address which 
followed, S. E. St. John, Red Front 
Flour & Feed Co., Eau Claire, president 
of the association, explained that the 
period through which the feed industry 
is now passing marks the most trying 
in its history. He pointed out the ne- 
cessity of working closely together and 
predicted that the worst was over and 
that a new period of unlimited prosper- 
ity awaited the dealer who had worked 
hard and survived. Non-members were 
urged to join the Central Retail Feed 
association. 

H. H. Humphrey, Northern Milling 


Co., Wausau, cited cases in which or- 
ganization had benefited the feed in- 
dustry and pointed out the need for 
cooperation in the future. His talk is 
published elsewhere in this issue of The 
Feed Bag. 

Dairying and the feed dealer’s rela- 
tion to it was explained by, George C. 
Humphrey, professor of animal hus- 
bandry, University of Wisconsin. He 
answered questions on feeding problems 
at the conclusion of the talk. Profes- 
sor Humphrey's address will be pub- 


lished in the next issue of The Feed 
Bag. 
A clock, awarded as an attendance 


prize at the close of the morning ses- 
sion, was won by P. A. Strathy, Rus- 
sell-Miller Milling Co., Minneapolis. 

In a straight from the shoulder talk 
which opened the afternoon program, 
James H. Vint, manager, Farmers Co- 
operative Elevator Co., Union Grove, 
Wis., diagnosed the ills of the retail 
feed industry. Car door and direct sell- 
ing, the portable grinders and uncon- 
trolled credit were branded as the chief 
evils of business. Mr. Vint told the 
dealers that they should not spend too 
much time worrying about the car door 
feed buyer. He said that this type of 
trade comes and goes like April show- 
ers and that in the end the problem 
will adjust itself. Mr. Vint voiced open 
opposition to jobbers and feed manu- 
facturers who sell direct to farmers. 

“Business conditions at present,’ he 
said, “make this problem more acute. 
The manufacturer and jobber in bad 
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straits will grasp at the last straw to 
get business and consequently we have 
more cases occurring at this time. I 
do not believe, however, that it helps 
any feed distributor to get business by 
direct selling. In the long run it doesn’t 
pay, because he merely antagonizes his 
legitimate dealers and the direct buyer 
cannot be depended upon for perma- 
nent trade.” 
Portables Unprofitable 

Mr. Vint referred to portable mill 
competition as a serious menace to the 
feed dealer who operated a stationary 
crinder but predicted that the move- 
ment would work its own undoing. 

“T have made a special investigation 
of portables,” he explained, “and in 
every instance have found that they 
are unprofitable, especially if deprecia- 
tion is figured. If I believed they were 
practical and would make money for 
me, I would purchase one myself. Even- 
tually, I believe, the portable mill will 
go into the discard.” 

Mr. Vint told the dealers to be cau- 
tious in extending credit, especially 
during times when money is tight. He 
pointed out the changes that have oc- 
curred in the economic structure of ag- 
riculture, citing the old days when a 
mortgage on a farm was gilt-edged se- 
curity and contrasting it with its prac- 
tically worthless value today. Careful 
investigation of the purchaser’s ability 
to pay and the adoption of a cash basis 
were advocated as insurance against 
losses from bad accounts. 

(Continued on Page Thirty-seven) 
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Depression Should Spur Feed Men 
To Greater Sales Eftorts 


Address Delivered at Central Convention 


By C. P. Clark 


N our country the present depressed 
economic situation is a severe chal- 
lenge to our political and business 

leadership. With a domestic consump- 
tion and with an efficiency in produc- 
tion, sales promotion and distribution 
unequalled in any other country, with 
unexcelled transportation and communi- 
cation systems, with almost unlimited 
natural resources, with our granaries 
full of grain and our banks full of gold, 
with our highly organized trade asso- 
ciations and chambers of commerce and 
with statesmen in great number, pros- 
perity is still conspicuous by its ab- 
sence. Something has been and con- 
tinues radically wrong. Our business 
machine is out of order, accordingly our 
political machine which to a large ex- 
‘tent is but the reflex of our business 
machine is also out of order. We must 
get back to work. We must forget the 
short-cut we attempted to riches dur- 
ing that great orgy of speculation and 
not forget the rule laid down in Holy 
Writ, “By the sweat of your brow shall 
ye earn your bread.” 


Change Is Needed 


We must cut out our selfish business 
tactics. We must understand that 
which is best for each man’s business 
is what is best for the industry of which 
his business is a part, and conversely, 
that which is truly best for each and 
every industry is best for each of its 
component parts. We must cut out 
much of our class consciousness, and 
study and understand the relationship 
existing between our industry and all 
other industries. We must recognize 
that industries are interdependent. We 
must recognize that farming is a busi- 
ness and that the farmer is a business 
man. We must cut out all this political 
claptrap about farm relief on the part 
of those who have shown a lack of 
knowledge of farm conditions and less 
about economics. We must cut out all 
the cheap bla-bla about service and find 
out and understand just what service 
is and what service is required and then 
rededicate ourselves to this service. We 
must rebuild and revitalize our trade 
and other business organizations, and 
evolve sound trade practices for each 
industry and develop leadership which, 
by commanding the respect and confid- 
ence of the public, will, with the pub- 
lic’s help, work ont a government that 
will efficiently govern and help rather 
than interfere with and harm business. 
We as a people must not only get back 
to work, but we must efficiently execute 
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This happy group attended the recent Central association fall convention at Eau 


Claire, Wis. 


Standing left to right are R. W. Junkman, G. P_H 
J. O. Smythe; lower row, W. C. Stephan, H.L. Brings and C. W. Sievert. 


amilton, A. W. Barott, 


The accom- 


panying address was delivered at the meeting by C. P. Clark, Quaker Oats Co., Chicago. 


work that we have merely attempted 
in the past. 

Agriculture to which the feed indus- 
try is so closely linked, like most other 


-industries, is in a depressed condition. 


With production of wheat and cotton 
greatly in excess of demand, a large 
number of influential agricultural lead- 
ers showing an absolute disregard for 
the law of supply and demand and for 
the wheat and cotton marketing machin- 
ery developed by years of experience, 
maintained that irrespective of the 
amount grown, the producers should be 
guaranteed a fair return. Legislators 
were influenced and enlisted in an un- 
economic cause leading to class legis- 
lation on the part of the federal govern- 
ment and resulting in the creation of 
the federal farm board. In its attempt 
tc stabilize prices the farm board car- 
ried on the greatest speculation in the 


world’s business history. Prices of 
wheat have declined to the lowest in a 
century, directly leading to record 


breaking low prices on other grains. 
Until the vast holdings of the board are 
finally disposed of and until there is 
an assurance that the government will 
get out and remain out of the market, 
we may expect distressed conditions not 
only in a large part of our agriculture 
but also in many other industries. 
Farm Sentiment Changing 
Sentiment in farm circles is changing. 
Many of the agricultural papers are 
playing a big part in pointing out the 
fallacy of the “stabilizing idea.” The 
enormous expenditure of the taxpayer’s 
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money in this uneconomic experiment 
of the government in engaging in busi- 
ness will only be justified if the Ameri- 
can public, and particularly that part 
which was responsible for this experi- 
ment, learns that the entry of the gov- 
ernment into competition with business 
and that governmental interference with 
the law of supply and demand are in- 
imical to the welfare of the country. 
Part of our work as feed men, as tax 
payers and as citizens with the welfare 
of our country at heart, is to do all 
in our power to see that the true lessons 
of this experiment are understood. 


Too Much Speculation 


With stomachs full and money plen- 
tiful people are apt to grow careless, 
but when the waist lines are drawn in 
and money is hard to get, people in- 
variably take personal inventory and do 
some hard headed thinking. Needed 
changes and reforms usually result. A 
large number of the great ideas that 
have contributed to the advancement of 
man were originated and put to prac- 
tical use during times of distress. Per- 
haps this is the reason why we have 
war and depression. It seems fitting 
then, that during the trying times 
through which feed business is passing, 
the “ship” should be overhauled and 
the sails set on a true course. 

Speculation has occupied a far too 
prominent place in the feed business. 
For a great many years the common 
practice has been to make sales of feed 
for delivery far in the future. Hundreds 

(Continued on Page Thirty-five) 
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COMPLETE 


Mash 


HE TREND in poultry feeding 
T: toward complete laying 
mashes which supply all nutritive 
requirements except those supplied 
by scratch grains and added minerals 
such as oyster shells and limestone. 
It is to your distinct advantage to 
provide your patrons with a complete 
laying mash. They will get best re- 
sults—-and your business will grow. 
No laying mash is complete with- 
out adequate Vitamin D for egg 


shell formation, hatchability, and. 


general flock health. Nopeo XX Cod 
Liver Oil offers you these advan- 
tages for your laying mashes: 

1. It is reinforced in Vitamin D by 
the Columbia University process and 
has a standardized potency not 
found in straight unfortified oils. 


Poultrymen 


Nopeco XX contains no 
other oil than cod liver oil. 
2. It is tested on chicks and 
is backed by the Nopco 
Guarantee that it has 
protected rapidly grow- 
ing chicks from rickets 
in the absence of direct 
sunlight when fed at the 
rate of 14 of 1% of the total ration. 
An ample margin of safety is al- 
lowed for. 

3. In carefully conducted tests 
Nopco XX has proved superior to 
other cod liver and fish oils as a de- 
pendable source of Vitamin D for 
poultry. It is backed by years of lab- 
oratory and practical experience. 

4. It is a nationally known product. 
Nearly 700 feed manufacturers now 
use it in their mashes and capitalize 
on Nopco National Advertising in 
poultry magazines and by direct 
mail. 

5. It costs less to adequately pro- 
tect your mashes in Vitamin D with 
Nopco XX than with unfortified oils. 
Write for details on Nopco XX and 
our cooperative merchandising plan 
which builds business forfeed mixers. 


NATIONAL OIL PRODUCTS CO., INC. 


BOSTON 


CHICAGO 


SAN FRANCISCO 


EXECUTIVE OFFICES: 38 ESSEX STREET, HARRISON, N. J. 
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C. H. HOOKER, president, North- 
ern Milling Co., Wausau, and his son, 
John, recently called at the offices of 
The Feed Bag enroute to Evanston, III. 
where John enrolled as a freshman in 
the medical course at Northwestern 
university. 


E. O. PHILLIPSON, Phillipson & 
Peterson, Argyle, Wis., has discon- 
tinued in the feed business. He has 
not announced his plans for the future. 


GEORGE PARRADO, Frankfort, N. 
Y., suffered damages of $10,000 when 
a fire recently broke out in his feed 
mill and warehouse. The establishment 
is an old landmark and has been in 
operation for more than a century. Mr. 
Parrado purchased it in 1918. 
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Confidence 


is the result of satisfaction. 
Vitality-made feeds 


Board of Trade Building 
CHICAGO 


Dependable feeds for poultry and livestock 
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Carefully Sifted for Feed Dealer Consumption 


“You can’t blame the farm board for 
their queer actions,” says a sympathetic 
farmer, “they’re crazy with the wheat.” 

*x* * * 


CAUSE OF IT ALL 


Dealer: “And why do you say your 
milk isn’t good any more?” 

Farmer: “Why them cows haven't 
been contented since the tornado blew 
away that Bull Durum sign in the to- 
bacco patch next to the pasture.” 


satisfy! 
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BLISSFUL SHORT CUT 

He: “You know, dear, every time I 
kiss you it makes me a better man.” 

She: “Well, you don’t have to try to 
get to heaven in one night.”—Park & 
Pollard Scratch. 

* 
DOUBTFUL SECURITY 

Lawyer: “Have you any money to 
pay attorney’s fees?” 

Mose: “No, sah, but I’se got a hawg.” 

Lawyer: ‘“That’s fine, now what is it 
they accuse you of stealing?” 

Mose: “A hawg.’’—Mealology. 

* 

The young lady who took up horse- 
back riding found that it increased her 
standing. 

CORNHAY WEAKLY NEWS 

Mickey O’Toole was unable to attend 
school last week, having tickled a horse 
on the bottom of the stomach with a 
straw. 

Ted Spoof, local grocery man, has 
found out what makes the holes in 
cheese. He says it’s those “gol durned” 
mice. 

A tornado of considerable proportions 
struck Cornhay Friday night and blew 
the cigar ashes off Constable Bunk’s 
vest. 

Lem Jones, local feed dealer, is con- 
fined to his home recovering from a 
severe shock, he having made a profit 
on his business last month. 

* * x 
OBVIOUS MORAL 

“Years ago when the automobile be- 
gan to make its appearance on the 
streets ‘Life’, humor magazine, pub- 
lished a little sketch showing two spar- 
rows sitting on the edge of a window 
looking down at the passing motor 
vehicle,” writes a regular reader of 
Cracked Corn. “Below the illustration 
were the words, ‘I see our finish.’ 

“Probably 25 years have passed since 
this sketch was published,” the reader 
continues. “The other day I had oc- 
casion to draw up alongside the curb. 
A sparrow dropped down in front of 
the radiator and did not reappear. Soon 
another one dropped down. My curi- 
osity was aroused and I rose out of the 
seat and peeked over in front of the 
hood and saw those two sparrows sit- 
ting on the cross rod between the head- 
lights and picking bugs out of the radi- 
ator. The moral of this story is ob- 
vious.” 

WILLINGLY PAID 

Customer: “You made a mistake in 
that prescription for my mother-in-law. 
Instead of quinine you used strychnine.” 

Druggist: “You don’t say. Then you 
owe me 20 cents.” 
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Julius E. Lentz 
Is New Chiet 
Ot Pennsylvania 
Association 


EWER dealers would complain of 

poor business if more conventions 

as constructive as that of the 
Pennsylvania Millers & Feed Dealers 
association were held and seriously at- 
tended by the trade in all sections of 
the country. 

The Pennsylvania organization, hold- 
ing its 54th annual meeting, convened 
at Harrisburg, September 16, 17 and 18. 
More than a dozen speakers contributed 
business building ideas and interesting 
discussions followed each address. Cred- 
it for the successful convention, as is 
usually the case, is due the officers— 
President W. B. Barnitz, Carlisle, Pa., 
and Secretary George A. Stuart, Harris- 
burg. 

Lentz New President 

At the conclusion of the three-day 
conclave, Julius E. Lentz, Laurys Sta- 
tion, Pa., was elected to serve as presi- 
cent of the association for the ensuing 
year. W. K. Harlacher, Highspire, Pa., 
first vice president; A. R. Selby, Ger- 
mantown, Md., second vice president; 
E. J. Eshelman, Lancaster, Pa., treas- 
urer, and Mr. Stuart were reelected. 

Directors are A. T. Collins, Mount 
Pleasant, Pa.; Robert C. Miner, Wilkes- 
Barre, Pa.; C. Y. Wagner, Bellefonte, 
Pa.; H. S. Appenzellar, Chambersburg, 
Pa., and Mr. Barnitz. 

George E. Foss, secretary of the 
Pennsylvania State Chamber of Com- 
merce, welcomed the convention to 
Harrisburg at the opening session 
Wednesday evening, September 16. Mr. 
Appenzellar, already named as having 
been elected to the board of directors, 
responded in behalf of the organization 
and Friday morning addressed the con- 
vention on the subject: “Bookkeeping 
System for Pennsylvania Millers.” 

Two Committee Reports 

Two committee reports were also 
heard at the first session. H. V. White, 
Bloomsburg, Pa., reporting for his com- 
mittee, said that a bill adjusting feed 
registration fees had passed the state 
legislature only to be vetoed by the 
governor, but advised that efforts to 
effect desired changes would be con- 
tinued. Mr. Lentz, later elected presi- 
dent of the association, reported for his 
committee that the governor opposed 
establishing a state school of milling 
and baking because no funds were 
available for the purpose. Working 
with the Pennsylvania Bakers associa- 
tion, he said, new and more hopeful 
plans for the school were under con- 
sideration. 


Reports of the officers of the asso- 
ciation were presented at the second 
session of the convention Thursday 
morning, September 17. President Bar- 
uitz, in his report, commented on the 
work which the association had done 
during the past year and called partic- 
ular attention to changing conditions 
which have caused us, in all lines of 
activity, to strive for greater size, faster 
motion and increased business. “We 
are well aware that this fetish for more 
business and bigger business,” he said, 
“has too frequently been unaccom- 
panied by sufficient consideration for 
the essential complement to any busi- 
ness—a fair profit.” 

Treasurer Eshelman reported the fi- 
nances of the association in sound con- 
dition and Secretary Stuart confined his 
report to a discussion of the value of 
conventions, the progress which the 
Pennsylvania association had made 
since its membership was expanded to 
include feed dealers, the association’s 
fight for adjusted feed license fees and 
a state milling and baking school and 
the need for more interested support 
of the trade in building a stronger or- 
ganization. 

Secretary McSparran Speaks 

Other speakers Thursday morning 
were John A. McSparran, Harrisburg, 
secretary of agriculture of the state of 
Pennsylvania; Dr. J. A. LeClerc, United 
States department of agriculture, Wash- 
ington, D. C., and Dr. J. E. Hunter, 
Pennsylvania State college, State Col- 
lege, Pa. 

Mr. McSparran, in his address, de- 
plored the fact that bread was losing 
out as a food among people of the 
United States. He said this was due 
to the fact that more corn, oats and 
patent foods, all ready for the table, 
were replacing bread. He _ expressed 
the opinion that millers and bakers 
should unite in an advertising educa- 
tional campaign to show the value of 
bread and increase its use. Mr. Mc- 
Sparran also urged that more Penn- 
sylvania products should be used for 
both animal and human food in Penn- 
sylvania. 

The address of Professor Hunter en- 
titled “The Scientific Compounding of 
Poultry Feeds” is published elsewhere 
in this issue of The Feed Bag. Dr. 
LeClerc reviewed the work of the 
United States department of agricul- 
ture on cereals and cereal products from 
1848 to the present. He commented 
on the milling industry as one of four 
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_ Julius Lentz 


Mr. Lentz, Laurys Station, Pa., succeeds 
William B. Barnitz, Carlisle, Pa., as presi- 
dent of the Pennsylvania Millers & Feed 
Dealers association. 
billion dollar food industries in this 
country and on the expansion of ac- 
tivities of the department of agricul- 
ture, which now has more than 25,000 
employees, and handles an annual ap- 
fropriation of approximately $62,000,000, 
not including $110,000,000 for good 
roads. 

Thursday afternoon and evening were 
devoted to entertainment features of the 
convention. The afternoon was spent 
at the Colonial Country club at golf, 
horseshoe pitching and cards. A _ ban- 
quet and entertainment was held at the 
Penn Harris hotel in the evening. 

H. M. Soars on Program 

The concluding session of the con- 
vention was held Friday morning, Sep- 
tember 18. David K. Steenbergh, man- 
aging editor of The Feed Bag, Milwau- 
kee, delivered an address on “The Chain 
Feed Store Problem”, which will be 
published in our November issue. Other 
speakers were Mr. Appenzellar; F. B. 
Bomberger, assistant chief, division of 
cooperative marketing, federal farm 
board, Washington, D. C.; H. M. Soars, 
treasurer, Sprout, Waldron & Co., 
Muncy, Pa., and F. M. Walter, Robin- 
son Manufacturing Co., Muncy, Pa. 

Mr. Soars discussed four points which 
he believed should be given considera- 
tion by dealers thinking of purchasing 
mixing equipment. The first of these, 
he said, is the manufacturing profit to 
be made by a dealer making his own 
line of feeds and he cautioned that the 
cost of ingredients, carrying charges on 
stock, actual cost of mixing and invest- 
ment in equipment must all be con- 
sidered in figuring this profit. His 
other main points concerned custom 
mixing and included the profit to be 
made on sale of concentrates, the profit 
to be made on actual mixing operations 
and the service which the custom mixer 
offers the community. He pointed out 
that his own firm had four mixers in 

(Continued on Page Twenty-eight) 
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Cars Flour, 

Millfeed, Dairy Rations, 

Poultry and Hog Feeds 
from one source 


COMMANDER-LARABEE 


MINNEAPOLIS, MINN. KANSAS CITY, MO. 
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GET BACK THE FEED BaG is not a market journal and its editors do 
INTO BUSINESS not pretend to be market analysts or forecasters. Right 

now, however, there are a few things about the feed market 
and its relation to the conduct of a retail feed business which we wish to call to 
the attention of our readers. 


Stocks in retail feed stores of the country are so low that it is now impossible 
for the average dealer to render adequate service to his trade in the fundamental 
essential of supplying his customers with what feed they actually need and want. 


The reason for these small stocks is well known. Prices have been declining 
so rapidly, for longer than a year, that a market loss has been almost regularly 
sustained between the date of a dealer’s order and the date he finally sold the last 
of each car of feed. 


Since last feeding season, the price of bran has declined approximately $15.00 
per ton, gluten feed another $15.00, corn about 40 cents per bushel, oats 25 cents 
and other feedstuffs, including commercial feed, in the same proportion. It takes 
just about half as much money to buy a car of feed as it did last year with bran, 
for example, now figuring at about $6.50 bulk Kansas City. 


A recent bulletin of the Wisconsin Dairy Herd Improvement association in- 
cluded the following paragraph of advice: 


‘‘Now is the time for testers to help their members to look forward to their 
feed requirements for the winter. All feeds are cheap and they MAY remain so. 
On the other hand, the chances seem to favor somewhat higher prices and if these 
should be realized the quotations may be expected to rise quite rapidly. This is 
no time to speculate but it is a mighty favorable time to insure a mmo supply 
of cheap cow feed for the winter.” 


THE FEED BAG agrees that this is no time to speculate but a dealer with low 
stocks not only cannot serve his customers but has absolutely no chance of recov- 
ering even a small part of his recent losses should there be a general strengthening 
in market prices. And as for speculation, it has been said that the greatest “‘shorts”’ 
in the world are those individuals, store owners or corporations who were reasonably 
sure of a certain volume of sale but who, nevertheless, would not anticipate their 
requirements of those items necessary to properly conduct their business until the 
last possible moment. 


As “Merchandising Magazine of the Feed Industry,’’ THE FEED Bac is inter- 
ested in this proposition from the merchandising rather than the speculative point 
of view. One of the fundamental rules of merchandising is to carry complete stocks 
— to always have what your customers want when they want it. 


While feed prices have declined, prices of poultry and dairy products have 
advanced so there is an increasing profit in feeding good farm animals. Most farm- 
ers realize this and those feed dealers who are carrying complete stocks are doing a 
good business. If your sales are not what they should be— take an inventory, 
considering your stocks and your merchandising activities, and get back into the 
feed business. 

—Davip K. STEENBERGH 
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Aeroplane View of the Cedar Rapids, Iowa, Mill 


Quaker Dealers 


Know— 
They Take No Chances 


ALL FEEDING is here and Quaker 

Dealers know they have a special 

feed to fill any customer’s need. 
They know that supreme Quaker 
quality is sewed up in every sack de- 
livered to them. They Know that re- 
peat sales, rapid turnover, ready de- 
livery, and low inventories give them 
a fair profit. They know that they 
can always turn to a big, friendly or- 
ganization for reliable advice. They 
are satisfied. Their customers are 
satisfied too. If you would like to 
know more about why they are suc- 
cessful, write today. A card will do. 


THE QUAKER OATS COMPANY, CHICAGO, U.S. A. 


BUY QUAKER FEEDS IN STRIPED SACKS 
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DIAMOND 


CORN 


GLUTEN MEAL 
the ideal mash ingredient 
High protein —Vitamin A potency 


Diamond Corn Gluten Meal ought to 
be going into consumption with your 
poultry-feed customers. A mash con- 
taining Diamond has the foundation 
of economical egg production and there- 
fore the foundation of customer-satis- 
faction and repeat business for you. 


These are the qualities that make 
Diamond ideal for the mash: 
High protein (minimum 40%), 
Low fibre (average 2%), 
High percentage of digestible 
nutrients (over 80%), 
Vitamin A potency, 


Ideal consistency for the mash, 
All corn. 


Mixers everywhere are improving their . 
mashes and lowering ingredient costs 
by the inclusion of Diamond. 

For further information see our 
salesman or write us. 


40% Protein 


RATION SERVICE DEPT. 


Corn Products Refining Company 
17 Battery Place, New York City 


\ uaker Quaker EN MEAL 
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Dealer Should Add Cost of Service 
To Selling Price of Feed 


Charges Must Cover Fixed Expense Items 


By Lionel True 


ECENTLY I had the pleasure of 

reading your very _ interesting 

editorial “Fair Prices for Feed”, 
appearing on page 19 of the August 
issue of The Feed Bag, and I cannot 
resist using the opportunity it opens 
for discussion. You will pardon me if I 
say that I feel that you are so far from 
right in your conclusions that in fair- 
ness to your readers who are undoubt- 
edly largely feed dealers, the other side 
of the picture should be shown. 

You do not draw very definite con- 
clusions, but I gather from your article 
that you oppose the fixed “per ton” 
mark-up on feeds and favor a percent- 
age mark-up, no matter what the cost 
of the feeds. In other words, whether 
bran were costing $5.00 per ton or 
$50.00, you believe a mark-up of, for 
instance, 15 per cent to be proper, even 
though in one case the so-called gross 
profit would be only 75 cents per ton 
and in the other it would be $7.50. 

Mark-up and Profit 


Before going further, I should like 
to say a word about the common terms 
“percentage of gross profit” and “per- 
centage of mark-up”. There is a vast 
difference between a “mark-up of 15 
per cent” and a “gross profit of 15 per 
cent” (using both terms in their com- 
monly accepted sense). A “mark-up of 
15 per cent” refers to the adding of that 
percentage of the cost price of an ar- 
ticle to itself, to arrive at the selling 
price, while a “gross profit of 15 per 
cent” refers to the percentage of the 
mark-up as compared to the sale price. 
To illustrate, a mark-up of 15 per cent 
on $13.00 bran would bring the sale 
price to $14.95 (13.00+1.95). The gross 
profit would be $1.95 and the percent- 
age of gross profit 13.04 per cent (1.95~ 
14.95.1304 or 13.04 per cent). This 
being the case, I am wondering just 
how you meant to use these terms in 
paragraph six of your editorial when 
you refer to the “successful dealer” who 
marks up 15 per cent and covers his 
expenses of 11 per cent (supposedly 11 
per cent on sales) and has 4 per cent 
left over for net profit. 

Earlier in this letter, I used the ex- 
pression “so-called gross profit”, and 
expressed myself in just those words 
because I feel that the figure represent- 
ing the difference between the cost and 
sale price of an article cannot be ac- 
urately described as “gross profit”. You 
will remember that I made a few re- 
marks to the Lake George meeting on 
the service we sell with our feeds. I 
refer now to this service. I consider 


—D. K. S. 


Watch The Feed Bag Next Month 


We are glad to publish this article which Lionel True, secretary- 
treasurer of the James H. Gray Milling Co., Spring Valley, N. Y., recent- 
ly submitted to The Feed Bag as a letter. 
reference to the business management of a retail feed business which 
should be of interest and value to our readers. Next month, however, we 
will publish another article amplifying our editorial to which Mr. True 
refers, answering some of the objections to our former statements and 
explaining our plan of mark-up for retail feed stores. 
ccmments on what Mr. True has to say and also on the article which we 
plan to write for publication in the November number of The Feed Bag. 


It includes many ideas with 


May we have your 


that the difference between the cost and 
sale price of an article is largely the cost 
of service and, only in a very small 
part profit, so small, that this term 
does not correctly describe it. Now, if 
this service costs a dealer, for instance, 
$4.00 per ton, regardless of the cost of 
the feed, why shouldn’t the dealer add 
this amount, plus a reasonable profit, to 
the cost of the feed, to arrive at the 
selling price? 

The service I speak of is that of oper- 
ating an efficient feed mill which stocks 
adequate supplies of high quality, feeds 
at all times, maintains an_ efficient 
grinding, mixing and grain cleaning 
service, gives reasonable credit to its 
patrons, is equipped to give dependable 
delivery service and otherwise so con- 
ducts its business that it is an asset 
to the community. Such service costs 
real money and this money is repre- 
sented on the books of the company 
giving it as “expense” and this expense 
will vary perhaps from 10 per cent to 
20 per cent or from $2.00 to $5.00 per 
ton, depending largely on the amount 
of service given. These expenses, 
whether $2.00 per ton or $5.00 will re- 
main practically constant for any one 
plant, whether the price of feed aver- 
ages $30.00 per ton or drops to $15.00 
per ton, as in the case of bran during 
the last year. In other words, it costs 
just as much for the service of selling 
a ton of bran today as it did a year 
ago or two years ago, for that matter. 

Operating Examples 

In view of these facts, allow me to 
show you how the “successful dealer” 
referred to in your editorial would fare 
this year. Let us suppose that his ex- 
perience over the past ten years, as you 
state, has shown him that a gross profit 
of 15 per cent is sufficient (his mark-up 
must be 17 or 18 per cent). His ex- 
penses are 11 per cent and his net profit 
4 per cent. He has sold, over these 
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ten years, an average of 10,000 tons of 
bran per year and the average sale price 
has been $30.00 per ton. Fine! Here 
is his average yearly profit and loss 
statement: 
SALES—10,000 tons bran at 
30.00 per ton $300,000.00—100% 
PURCHASES—10,000 tons 
bran at $25.50 per ton 255,000.00— 85% 


GROSS PROFIT—10,000 tons 


bran at $4.50 per ton 45,000.00— 15% 
EXPENSES—10,000 tons bran 
at $3.30 per ton 33,000.00— 11% 
NET PROFIT—10,000 tons 
bran at $1.20 per ton 12,000.00— 4% 


This is a very gratifying statement 
and he is indeed a successful dealer, 
provided he has properly charged his 
expenses, and you state that he has. 
Now comes 1931 with its market crash- 
es and panics, and what happens? Bran 
goes to a point at which, with his mark- 
up which allows him a gross profit of 
15 per cent, the average sale price is 
just $15.00 per ton. He sells as many 
tons as in previous years and expenses 
per ton are the same as ever, but his 
sales, as represented in dollars, are just 
half the average for the previous years. 
Here is his profit and loss statement - 
for the year 1931: 

SALES—10,000 tons bran at 
$15.00 per ton $150,000.00—100% 


PURCHASES—10,000 tons 
bran at $12.75 per ton 127,500.00— 85% 


GROSS PROFIT—10,000 tons 

bran at 2.25 per ton 
EXPENSES—10,000 tons bran 
at $3.30 per ton 33,000.00— 22% 


NET LOSS—10,000 tons bran 
at $1.05 per ton 


22,500.00— 15% 


10,500.00— 7% 


After a few years of this, the “suc- 
cessful dealer” will be just plain “deal- 
er’ and about 1934 he is going to be 
just another citizen, and you will be 
wondering why he dropped his subscrip- 
tion to The Feed Bag. 

You may say that one might reduce 
expenses enough this year so that it 
would still be possible to make a profit 
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on a margin of 15 per cent. I doubt 
if they could be lessened by more than 
10 per cent, and then only by severe 
salary and wage cuts, since there are 
too many operating costs that are con- 
stant, to make any marked reduction. 
For instance, taxes are greater this 
year than any in the past ten; heat and 
power are no less; insurance rates have 
not lowered; depreciation on buildings 
and equipment is constant; the invest- 
ment, on which a return should be 
earned, is as great as ever; interest 
rates to borrowers are the same. In 
fact, there are but a few minor items, 
beside salaries and wages, on which a 
slight cut can be made. In reality, the 
expenses of the firm which I represent 


are a trifle greater for the first six 
months of this year than they were 
for the same period last year or two 
years ago, so it appears to me 
that your “successful dealer” would 
have to change his methods or else 
find himself in financial straits. The 
dealers to whom you referred with such 
scorn, who are using a mark-up of $4.00 
to $5.00 per ton just as they did two 
or three years ago, are the ones who 
will continue to help with the income 
taxes of the country. It is they who 
are in fact the “successful dealers’ and 
realize that they are selling a service 
as well as feed, and the service has a 
“per ton” cost more surely fixed than 
that of the feed itself. 


Of proved value 


in chick and laying mashes 


- -.- as tested by A. O. Dailey & Sons. Ine. 


*“We have been using Kraco for the 
past four months. And every one of 
the tests we have conducted with 
mashes containing Kraco proves con- 
clusively the value of this milk sugar 
feed, in building resistance to disease 
and assisting fast growth.”’ 

What A. O. eer & Sons, Inc., of 
Binghamton, N. Y., say is typical of 
the way many feed manufacturers are 
endorsing Kraco. They are using it to 
increase mash efficiency, and to in- 
crease their volume of sales. 

By test—Kraco-mixed mashes speed 


up baby chicks and build healthier 
birds. Hens fed laying mashes mixed 
with Kraco give higher average lays of 
large, firm, smooth eggs. 


By analysis—Kraco contains no less 
than 70% lactose (milk sugar) and the 
highest percentage of valuable milk 
minerals available for poultry mashes. 


Free running in any climate, Kraco 
is easy to mix, economical to use. 
Start today to mix all your mashes 


with Kraco—the milk sugar feed. 
Write for complete details. 


KRACO 


The With Sugar Feed 


made only by 


KRAFT-PHENIX CHEESE.CORPORATION 


General Sales Offices: 403-t Rush St., Chicago, Illinois 


Division of National Dairy Products Corporation 
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Too many of us keep inadequate rec- 
ords. At the end of the year we take 
inventory and are able to find out that 
we have more goods, accounts on the 
books and possibly more money than a 
year ago, but how many of us can an- 
alyze the records of our business and 
determine whether we have really made 
a net profit or not? 


Considering Costs 

Let us not deceive ourselves any 
longer. Our business, in the first place, 
must pay us an adequate salary, how 
large, depends on the size of the busi- 
ness and our success in managing it. 
It must also pay us an ample return on 
our invested capital. If it will not do 
this, we might better secure a position 
on salary with someone else, put our 
money out at interest and rid ourselves 
of the worry as to whether we are going 
to have a brass farthing left at the 
end of the year or not. Im addition to 
the above items, our business must pay 
all the real expenses, including depre- 
ciation (which is often entirely disre- 
garded). 

Another most important thing which 
is also unheeded by many of us is a 
reserve for doubtful accounts. Such a 
reserve should be a part of every busi- 
ness which sells goods on any kind of 
credit terms. Our bankers will be 
pleased to see it incorporated in our 
statements. It will show them that we 
realize losses through poor accounts to 
be a part of our fixed expense and that 
we have made provision for them. The 
size of this reserve depends on the size 
of our accounts receivable balance, on 
the care we use in extending credits and 
on our ability as collectors. I am ac- 
quainted with the records of one insti- 
tution (not in the feed business) which 
makes a practice of charging losses 
from poor accounts to “surplus” or the 
profits of previous years which have 
been set aside. They have no reserve 
for losses from poor accounts in spite 
of the fact that they do a large credit 
business. Their statements of profits 
made do not take into consideration 
the fact that they have made losses 
during the. year which later must be 
charged off. They are simply deluding 
themselves and their stockholders. 

Fair Feed Prices 

To return to the original subject of 
what are “Fair Prices for Feed”, I feel 
that this is a question which must be 
settled by each one of us for himself 
in accordance with the way we do busi- 
ness. If we are running just a “car- 
door” business and have no plant or 
equipment, we can make good on, per- 
haps $1.00 per ton mark-up, but if, on 
the other hand, we have a modern, com- 
plete mill service, then we will find 
that from $4.00 to $5.00 per ton will 
not be too much, even if it does figure 
30 per cent or more mark-up. Certain- 
ly, at present prices on feeds, 15 per 
cent is not enough for those of us who 
are operating real feed mills. In any 
case, let’s not make the error of using 
the percentage mark-up method and 

(Continued on Page Twenty-seven) 
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FEDERATION NEWS 


PUBLISHED FOR ALL WIDE AWAKE EASTERN FEED MEN 


Winter Conclave to Be Held 


At Syracuse, 


COMPLETE survey of the con- 
ditions of the retail feed trade 
in the East will be made before 

the actual program for the mid-winter 
convention of the Eastern Federation of 
Feed Merchants is finally arranged. The 
convention will be held at Syracuse, N. 
Y., on February 23 and 24, with head- 
quarters at the Hotel Onondaga. 

The survey, according to the execu- 
tive committee, will determine what 
outstanding problems should be given 
a major place on the convention pro- 
gram. Speakers will be selected who 
have had actual experience in meeting 
the problems. The discussion will give 
the members an opportunity to ex- 
change ideas and present their recom- 
mendations for solving trade difficulties. 

Among the new developments that 
will be presented at the convention will 
be the proposed federation research bu- 
reau. The bureau, which will be con- 
ducted by the federation, will examine 
and approve commodities offered for 
sale to the feed and grain merchants. 
The stamp of approval would give as- 
surance of quality and merit and would 
save the dissatisfaction that frequently 
results from purchasing merchandise of 
inferior quality. 

Final action will also be taken regard- 
ing displays at local and county fairs 
which have been suggested for next 
year. A model exhibition booth will be 
arranged on the mezzanine floor of the 
hotel. Smaller exhibits will be provided 
for members of the organization who 
will agree to display them prominently 
in the stores or mills. 

The rapid trend towards a cash basis 
of selling will bring that subject to the 
fore. More inquiries regarding this 
subject have been received this season 
than for any other one item of business 
management. Several retail merchants 
who have discarded credit during the 
past year will be asked to recite their 
experiences for the benefit of less dar- 
ing associates. 

The convention will open with a 
joint meeting of the directors and gov- 
ernors at breakfast on February 23. 
From then until 3:30 on the afternoon 
of the 24th an intensive program of 
business boosting will be provided. At 
noonday luncheons and at the banquet 
on the evening of February 23rd en- 
tertainers will drive away business 
blues. 

Advance registrations will be made 
beginning January 1 and special induce- 
ments will be offered to encourage the 
members to register early. 


February 23-24 


| Trade Comment 


M. E. Diefenderfer, Bechtelsville, Pa., 
reports that the old-time farmers in his 
section claim they have no recollection 
of ever having better crops than this 
year. This includes apples, peaches, po- 
tatoes, corn, wheat, oats, barley, etc. 
“Our local farmers are not selling their 
wheat at this time,” he wrote. “They 
expect to feed most of it to their live 
stock. This, of course, is not so good 
for the feed man. However, we feel it 
is the right thing to do in view of the 
prices of grain and we have already 
started mixing their wheat, oats and 
barley with other concentrates to bring 
them up to the proper protein con- 
tent. There is nothing new here now. 
Those who are in the feed business can- 
not get out and I do not know of any- 
body that is trying to get in.” 

C. E. Kiff, Delhi, N. Y. says business 
is slow, farmers feel poor and there is 
not much prospect of pickup until cold 
weather. 

* * 

J. O. Doty, president of the Mutual 
Millers & Feed Dealers association, has 
suggested that the federation issue a 
series of pamphlets setting forth the im- 
portance of the established retail feed 
merchant as compared to the less satis- 
factory systems that have been started 
recently. ‘“We cannot afford to set by 
while the others are flooding the farm- 
ers with literature. I believe we should 
carry on a continuous campaign of edu- 
cation.” As a result of his suggestion 
three pamphlets are being prepared and 
will be ready for distribution about 
January 1. 

Frank T. Benjamin, Canastota, N. Y., 
reports that every farmer in his section 
has twice as much fodder corn as he 
can get into his silo and is scattering 
the reserve supply on the pastures so 
the cows can feed on it. He says that 
the oat crop is enormous, and that it 
does not help his business but is cer- 
tainly helping ae farmers. 

70, popular feed man, 
Heuvelton, N. Y., died recently at his 
home following a brief illness. He had 
been active in the feed business since 
1915. Myron G. Mayne will carry on 
the business. At the funeral members 
of the St. Lawrence County Feed Deal- 
ers association acted as pall bearers. 
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PEP MEETINGS 
ARE CONDUCTED 
BY GOVERNORS 


District meetings were held by the 
Eastern Federation of Feed Merchants 
in many sections during the first week 
of October, under the direction of the 
board of governors. Several other 
groups will gather this month to dis- 
cuss their local problems. 

The St. Lawrence county feed merch- 
ants set the pace with a large meeting 
which was addressed by the secretary 
of the chamber of commerce at Mas- 
sena, N. Y. Charles Wright, governor 
from Lisbon, N. Y., is hustling to equal 
the record of 100 per cent membership 
established by Lewis county. His near- 
est competitor now, aside from Lewis 
county, is Schuyler county, the small- 
est in New York state. F. C. Camp- 
bell, governor from Odessa, N. Y., says 
that there are so few real feed merch- 
ants in that county that he can bring 
them all in with one lariat, in Will 
Rogers’ fashion. 

Bruce Hall, Cooperstown, N. Y., has 
scheduled a meeting for the Otsego 
county merchants on October 13. He 
is not at all superstitious for he predicts 
that it will be one of the snappiest meet- 
ings in that section of the state. “We 
have plenty of problems,” he said, “and 
we have been mighty careless about 
getting together to talk them over.” 
He is so enthusiastic about the meet- 
ing that he simply can’t attend to busi- 
ness but rides around from mill to mill 
soliciting promises of attendance. 

F. H. Stevens, governor from Lacona, 
N. Y., has teamed up with W. A. Math- 
er, Adams, N. Y., to arrange a meet- 
ing for the feed men in their district. 


R. F. Saltsman, Cortland, N. Y., is 
following a different plan. He and John 
Sheerar, Cincinnatus, N. Y., are making 
a call on all of the merchants in the 
county. 

“When we get them all pepped up 
about the fine work the federation is 
doing we will call our meeting,” said 
Mr. Saltsman. “I think it better to talk 
with each one separately so that they 
will come to the meeting prepared to 
discuss common problems.” 

Fred McIntyre, Potsdam, N. Y., 
president of the federation, is greatly 
pleased with the cooperation given him 
by the governors. He believes that 
many feed merchants who have never 
known what the federation has done 
for the trade will in this way become 
acquainted with its program and will 
give their assistance. 
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Feed merchants of the East have 
given their hearty endorsement to the 
proposed federation research bureau, 
which would examine articles offered 
for sale to the retail trade and approve 
those which met rigid standards. Those 
loudest in their acclaim of the plan have 
been victims of unscrupulous firms and 
wild-cat merchandise. 

The federation research bureau would 
require samples of all articles on which 
approval was desired, together with 
recommendations from unquestioned 
sources. While the plans have not been 
definitely shaped the following require- 
ments have been suggested by one mem- 
ber of the board of governors, who has 
given the matter serious consideration 
for some time: 

1.—Submit samples of each article on 
which approval is desired. 

2.—Furnish at least ten references of 
actual users of the merchandise for a 
period of not less than six months. 

3.—Furnish proof that the merchan- 
dise meets the requirements of the 
state in which it is to be sold and that 
it has been properly licensed if required 
by law. 

4.—Furnish proof that the firm has 
fulfilled the terms of its contracts and 
has been fair and square in its dealings 


fast cool feed grinding. 


Chicago Office 
9 SOUTH CLINTON STREET 


Prepare to make the most out of the increased grinding and mix- 
ing business that there will be this Fall. 
grain and live stock prices is bound to stimulate the feed business. 


The Monarch Attrition Mill is unequalled for low cost, fine, 
It takes 15% less power than a hammer 
mill and lasts 15 to 20 years or longer. 


The Monarch Center Spiral Feed Mixer a complete self 
contained dry feed mixer that is ready to run the day you receive 
it. Loads, mixes thoroughly and packs with one belt. 
two sizes with 50 and 100 cubic feet capacity and operates with 
3 and 5 HP respectively. Send for details of these Profit 
makers today. No obligation. 


Sprout,Waldron & Co., Inc. 


Box 318, Muncy, Pa. 


America’s Most Complete Line of Milling Machinery 


Federation Favors Proposed 
Research Bureau 


with the trade. 

5.—Before approval was granted, the 
bureau would confirm the submitted 
evidence and each month furnish the 
membership of the federation with a 
complete list of applicants and the 
articles to be approved. 

Among the first to commend the 
move to protect the buyers was L. M. 
Brown, National Oil Products Co., 
Harrison, N. J. 

“TI think the plan is an excellent one,” 
he said. “You are certainly on the 
right track when you are working on 
a plan to control the quality of ingre- 
dients offered for sale to your members. 
There is no question but that there is 
much questionable merchandise on the 
market.” 

Another member thought that the 
greatest value would be to give assur- 
ance to the merchants that they would 
have a square deal if they dealt with 
concerns whose products had been ap- 
proved. One member who had bought 
some feed from a Canadian concern 
which had not been properly licensed, 
was still smarting under the penalties. 

“T would not have been caught if I 
had asked that only approved merchan- 
dise be shipped,” he said. 

The right to use the approved stamp 


would be confined to members of the 
Eastern Federation so that a positive 
control of the bureau would be main- 


tained. The stamp would be copy- 
writed so that its misuse could be pro- 
secuted. 

A complete draft of the proposed bu- 
reau will be presented at the mid-win- 
ter meeting, if it is approved by the 
executive committee, the board of di- 
rectors and the governors. 


F. W. BRODE 

F. W. Brode, founder of the F. W. 
Brode Corp., Memphis, died in that city 
on September 27 at the age of 88 years. 
Mr. Brode was a pioneer in the cotton- 
seed meal business and did much of 
the early work in developing a market 
for meal as fertilizer and feed. He was 
a life member of the Memphis Merch- 
ants Exchange and an important figure 
in Memphis business and social life up 
to his retirement about two years ago. 
Mr. Brode is survived- by five children 
including Julian L. and Ben Dee, who 
are active in the F. W. Brode Corp. 


A. L. CALLOW, manager of Minard 
& Co., feed dealers and grocers at 
Elma, Wash., was a recent visitor at 
the office of The Feed Bag. He brought 
a message from Floyd Oles, secretary 
of the Feed Dealers Association of 
Washington, complimenting The Feed 
Bag as the best publication issued in 
the interests of the feed industry in the 
United States. 


Modernize Your Grinding and Mixing 
4 Units for Increased Profits 


The big spread between 


Made in 


Buffalo Office 
725 GENESSEE BUILDING 
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Consistent Advertising Gets Results 


For Retail Feed Dealers - 


Address Delivered at Central Convention 


By E. E. Roquemore 


DVERTISING alone will not 
sell goods nor keep your cus- 
tomers coming back to you. 

“In retailing, as I understand it, says 
Arthur Brisbane, ‘there are two im- 
portant things to consider. First you 
must have what the people want—and 
second you must tell them that you 
have it.” 

I would add that you can make peo- 
ple want what they should have, if you 
offer them sufficient proof that they 
should have it. For instance, one of 
your speakers at the last Milwaukee 
meeting said. that many poultrymen 
would neglect the feeding of their pul- 
lets this summer and that as a conse- 
quence these underfed, undernournished 
pullets would be unable to produce a 
profitable yield of eggs when they 
reached the laying stage, because of 
underdevelopment of their egg-making 
facilities. Here is a case where these 
flock owners should have been told, in 
a convincing way, what their hens 
should have in the form of a good bal- 
anced growing ration that would sup- 
ply the vitamins, proteins, minerals and 
other essentials for healthy, sturdy 
growth. 

As I see the picture at this time, 
I cannot help but be quite enthusiastic. 
I believe we are all familiar with the 
fact that it takes fewer eggs to buy 
a bag of egg mash and scratch grains 
today than it has for some time. Less 
gallons of milk are required to pay for 
a well balanced dairy ration. True, we 
have an abundance of home grown feed- 
ing materials, particularly in this sec- 
tion, but that is all the more reason 
why our feed selling opportunity is so 
great. You feed merchants can render 
a service to your feeders by showing 
them how to obtain the greatest pos- 
sible income from their feeding efforts, 
a service which they will appreciate in 
most instances. By showing them how 
they can accomplish the greatest gains, 
you can win a world of good will and 
repeat patronage and it’s steady repeat 
patronage that counts. 

Know Your Market 

How well acquainted are you with 
each and every feeder in your own com- 
munity? Do you know about how 
many cows he owns, how many chick- 
ens, hogs, sheep, or other livestock? 
And do you know what each is feed- 
ing and what results they are getting? 
They should know; so should you. If 
they are not reaping the greatest bene- 
fits from their feeding methods, you 
should be able to help them by recom- 


Among the dealers who attended the recent first annual fall convention of the Central 


Retail Feed association is the group shown above. 
Fred Ruseling, S. E. Lee, W. J. a and John Vrieze. 
. E. Roquemore, advertising and sales promotion mana- 


delivered at the convention by 
ger, Vitality Mills, Inc., Chicago. 
mending more intelligent and more ef- 
fective feeding methods to them. The 
best method is by personal contact. The 
best advertising is word-of-mouth ad- 
vertising. BUT you can supplement 
your personal calls on your feeders by 
using that powerful medium, the printed 
word. 

Advertising, to be good, must sell 
goods. Feed advertising, to be good, 
must tell the prospective buyer HOW 
your feeds can benefit him or her from a 
profit standpoint. Your goods must be 
worthy of advertising. They must back 
up your claims for them. They must pro- 
duce the results claimed for them. To do 
this they must be used properly and 
consistently. Good feeds, no matter 
how good they may be, cannot produce 
satisfactory results if fed to poor stock, 
boarder stock or where housing facil- 
ities are poor or where clean fresh 
drinking water is not properly or suffi- 
ciently supplied or where an insufficient 
amount of feed is fed. Too many feed- 
ers do not feed enough. High egg or 
milk production calls for plenty of feed 
of the right kind, proper conditions, and 
good stock. 

Consider Feeders’ Problems 


How many times have you heard a 
flock owner condemn a certain chick 
starting feed, because the mortality ran 
too high or because disease did a lot 
of damage when the feed was not to 
blame at all? I have been on farms 
where disease lurked in every corner, 
where the meaning of the word “sanita- 
tion” was apparently unknown. You 
doubtless have, too. The feed can’t do 
it all. But that’s where your advertis- 
ing and your personal salesmanship 
can accomplish a great deal. Consider 
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Left to right they are A. A. Bergeron, 
The talk published herewith was 


the problems of your feeders as your 
very own. “Go right to the bottom of 
any troubles they may have. Seek the 
right remedy and then apply it. You 
may not receive a penny for running 
down a certain complaint and helping 
to overcome it but I’ll wager that in 
the majority of such instances, you 
will profit greatly in the establishment 
of good will and friendly, repeat patron- 
age. 

And that’s where the independent 
feed merchant has a powerful advant- 
age over his competitor, the chain 
store, in his ability to render more 
helpful service, to personally contact his 
trade and help them overcome their 
feeding problems. I could say much 
more about chain store competition here 
but time will not permit. You needn’t 
fear it, however, nor any other type 
of competition, either, if you will just 
attend to and care for the needs of your 
customers in the manner in which you 
would like to be served. 


Advertise Consistently 


What types of advertising can you 
use most advantageously? First, adver- 
tising to be effective, must be consistent. 
Never let up. Keep your name and the 
names of your products before your 
trade as much as possible. Remind 
them regularly. Hasn’t that spelled 
success for Mr. Wrigley, the chewing 
gum man, and many others? 

There’s power in advertising of the 
right kind, consistently done. During 
the coming cold winter months your 
feeders will have more time to read. 
Moreover, they’ll be more concerned 
over ways and means by which they 
can improve their feeding methods and 
make more money from their herds and 
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flocks. Direct mail advertising used 
consistently from now on can prove 
mighty helpful to you in selling more 
feed, in keeping your name and the 
advantages of your products constantly 
before customers at a time when they 
are in a more receptive mood to read 
and digest the contents of your sales 
messages. 
Penny Postals Effective 


A penny postal, mailed regularly to 
your trade can accomplish wonders. A 
letter now and then, folders, broadsides, 
material which most manufacturers sup- 
ply to their distributors free of charge, 
should be used regularly—in building up 
that series of impressions in the buy- 
er’s mind that makes him or her come 
in and ask what it’s all about. 

Some dealers use an _ inexpensive 
mimeograph or other type of duplicat- 
ing machine, to quote their trade reg- 
ularly, and to stress the selling points 
of the products they sell. 

Some mail a sales message every 
week or two, others once a month. 
Some never fail to enclose a piece of 
literature with every statement they 
mail. True, not every one of these 
pieces of advertising will be read 100 
per cent. True, the reader will throw 
away your letter or literature, but he 
can’t be expected to save and frame 
it. If the piece of advertising has de- 
livered it’s message, what do you care 
what becomes of it? Put these little 
sales messengers to work and keep 
them working as regularly as clock 
work. Sooner or later, you'll see re- 
sults, if you keep everlastingly at it. 


House Organ Plan 


Some dealers I know, mail out a little 
house organ at regular intervals. They 
don’t fill it up with their own adver- 
tising either. I’ve heard of cattle, im- 
plements, etc., being sold for customers 
in this way—baby carriages being trad- 
ed for feeding hoppers, etc., just through 
the medium of a column in the feed 
dealer’s little magazine devoted to this 
sort of thing and the free service was 
appreciated, too. 

Good local testimonials make fine ad- 
vertising. We are always interested in 
what others in our same line, in our 
own localities are doing and accomplish- 
ing. Broadcast a good _ testimonial 
every chance you get, I mean the type 
of testimonial that really says some- 
thing, that contains some interesting 
facts and figures. 

Last spring we cooperated with many 
of our dealers in putting on local broad- 
casting programs. One of our dealers 
in Wisconsin had us prepare a series 
of lessons in modern poultry raising. 
One of these lessons was broadcast 
from the dealers’ local radio station 
every week at a certain time. The 
broadcasts were advertised in the local 
paper, through handbills, free tickets, 
direct mail, signs, etc. The cost was 
incidental compared with the results, 
for this dealer sold more than a car- 
load of mixed poultry feed alone in 
less than a week’s time, and during a 
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-be given more consideration. 


week when egg prices were the lowest 
in over 20 years. 

Someone once said that goods well 
displayed are half sold. How is your 
display of feeds? It is said that over 
three-fourths of all sales are made 
through the eye. 


Not long ago, while I was in a deal- 
er’s store, he showed me a clever little 
display rack he had built. It had six 
sides and could be turned around on a 
pivot. On each of the six sides he 
had an open bag of feed resting on a 
base that cleared the floor. On a shelf 
above the bags he had a number of 
small tin plates, or pie tins, in which 
were samples of the ingredients from 
which the feeds were made. Stuck into 
each pile of raw material was a card 
on which was printed the name of the 
ingredient and what part it played in 
the balanced ration. Above these tins 
was a little rack in which descriptive 
literature was kept. A few cards were 
tacked around the unit and mounted on 
the top was a clean cotton bag of feed 
with a spotlight played upon it. He 
called it his “silent salesman”, and told 
me that it had sold more feed for him 
than some of the so-called “live” ones. 


Encourage Feed Records 


Urge your feeders to keep accurate 
records. Most feed manufacturers sup- 
ply their dealers with egg records, trap- 
nest records, broiler records and milk 
charts—and make no charge. Take ad- 
vantage of these dealer helps offered 
to you by manufacturers. If they are 
willing to circularize your mailing list, 
supply them with a list of your prin- 
cipal feeders and those whom you 
would like to have as steady custom- 
ers. It is surprising how many re- 
tailers do not take full advantage of 
these free advertising helps supplied by 
manufacturers. 


Get your feeders together from time 
to time. Make no attempt to sell them 
at these meetings and let them know 
in advance that they will not be im- 
posed upon by attending. Make your 
meetings helpful—educational. Adver- 
tise them well in advance. Arrange a 
showing of some good moving pictures. 
There are many educational films avail- 
able for such meetings and the films 
may be obtained free of charge. Have 
a few good speakers—specialists in their 
lines. It’s surprising how little effort 
is required to organize a meeting of 
this kind and how little expense need 
be involved. Some dealers even serve 
light refreshments gratis. 

Ads in local papers having a good 
circulation among your trade, are us- 
ually quite inexpensive and usually ef- 
fective. Right now price talks pretty 
loudly, in fact too loudly in many in- 
stances where results and value should 
If you 
can do so, use chain store tactics by 
using leaders, priced’ as low as possible 
and then advertise them strongly. I 
once heard one of your speakers tell 
about a chain store making a leader 
of a certain brand of dairy feed, having 
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quite a number of bags stacked neatly 
on the sidewalk in front of the store and 
selling lots of it, too, at prices higher 
than the local feed merchant was charg- 
ing for the same thing. While my sym- 
pathies are entirely with the indepen- 
dent retail feed merchant as against 
the chain store or other type of feed 
selling organization which might en- 
croach upon the independent’s business, 
still I believe in fighting fire with fire 
not only by using certain good mer- 
chandising methods which the chains 
have developed, improved and put much 
thought into—but I believe the inde- 
pendent merchant should go them one 
better and capitalize on his ability to 
render helpful, personal service of the 
type the chains cannot give. 

I urgently recommend that you ap- 
propriate a certain amount of your 
sales for advertising and then spend 
it for advertising and nothing else. 
Plan your advertising well in advance 
and then work your plan. 


Who Pays for Advertising 


Who pays for advertising? Two fel- 
lows recently had an interesting dis- 
cussion on this subject. The merchan- 
dising-minded chap said, “Certainly not 
the consumer. Can we not buy a better 
automobile, radio or whatnot today, for 
much less money, than we could a few 
years ago? Good advertising increases 
consumer consumption of a good pro- 
duct which the people want. Greater 
consumer demand lowers selling prices, 
so the consumer gets more for his 
money. No, the consumer doesn’t pay 
for advertising.” 

“Well, then, it must be the dealer,” 
retaliated his friend. “Someone must 
pay for it.” 

“No,” replied his colleague, ‘the deal- 
er can sell more of the well advertised 
product because of less sales resistance. 
He can sell the advertised product at 
a lower margin, and because of greater 
stock turnover—can make more profit 
from it. No, the dealer doesn’t pay 
for the advertising.” 

“Well, the manufacturer must pay for 
the advertising,” the other chap replied. 

“No,” argued the merchandising- 
minded man, “the manufacturer, by ad- 
vertising his products well and consist- 
ently, increases his volume and thereby 
reduces his cost of manufacture and 
distribution, while building greater pro- 
fits. No, the manufacturer doesn’t pay 
for the advertising either.” 

“Well, then, who in Sam Hill DOES 
pay for it?” impatiently asked his 
friend. “Surely SOMEONE MUST 
pay for advertising.” 

“You're right,’ came the reply. 
“SOMEONE MUST and DOES pay 
for the advertising. It’s the fellow who 
does not advertise. It is HE who pays 
by losing business which he might other- 
wise get, by slow turnover of his stocks, 
by increased cost of doing business, by 
margins lower than he is entitled to, 
by fewer sales that are harder to make.” 

Yes, the fellow who DOESN’T ad- 
vertise is the one who PAYS. 


The ANGLO AMERICA 


MILL COMPAN 


Cnnounces its new 


8-6 
HAMMER 


A Combined Roughage Grinder and Hammer Mill 


An important message to every 
feed maker and dealer 


in America 


For years the Anglo American Mill Company has studied 
the development of America’s feed business, and devoted 
its efforts to the creation of means for profitable feed 
making. It has by scientific process and practical ap- 
plication developed modern equipment, best suited to 
answer the requirements of the feed maker of today. 


The new 18-6 Mogul Hammer Mill is one result of this 
specialized effort. It is designed to meet the definite 
modern need of the feed manufacturer and dealer. 


It will pay you to investigate this new mill, as well as 
other Anglo American equipment. 


The Anglo American 


13-6 MOGUL 


HAMMER MILL 


Grinds Roughages, as 


well as grains 


This new Mogul Hammer Mill is the latest 
development by Anglo American engineers. 
It is designed for the efficient grinding of 
grains and roughages of all kinds at low cost. 


The Mogul Hammer Mill has a definite 
place in your plant if you grind hay, straw, 
corn fodder or any other roughages. 


The Mogul Mill grinds grain and rough- 
ages in one operation so efficiently that 
there is no chance for ground feed to be- 
come heated by friction. 


It brings you increased profits on grind- 


ing by its greater capacity and finer grind- 
ing with the same horsepower. 

You will find the Mogul Hammer Mill 
a machine of finest craftsmanship and 
design. Every feature has been incorporat- 
ed in this new mill to make it fit the feed 
maker’s needs. Complete details will be 
sent without obligation. 


Front view of 18-6 Mogul Hammer Mill 


Write for complete information 


THE ANGLO AMERICAN 


EAR OLD FIRM—DEVOTED TO THE INTERESTS 


The Anglo American 


MIRACLE 


MOLASSES PROCESS 


The value of sweet feeds is rec- 
ognized everywhere by raisers 
of all kinds of livestock, as well 
as by experiment stations. In 
every community there is an op- 
portunity for a profitable sweet 
feed business. 


The Anglo American Mill 
Company, a pioneer in molasses 
process equipment, has already 
established community feed 
dealers in this profitable busi- 
ness in 44 states and several 
foreign countries. 


Why not investigate the possi- 
bilities of a Miracle Sweet Feed 
System for your community. 


We will be glad to show you facts and 
figures on what others have done with the 
Miracle Process. And without obligation 
our engineers will give you full benefit 
of their years of experience in planning 
and supervising installations. 


Many Exclusive Features 


The patented Miracle Molasses Process 
makes possible accurate and efficient mix- 
ing of molasses on feeds at ordinary tem- 
peratures. No heating of molasses. None 
of the undesirable results of using hot 
molasses. It is the result of years of ex- 
perience at developing and manufactur- 
ing sweet feed equipment by the Anglo 
American Mill Company. Built in a range 
of capacities to suit every requirement. 


This Control Stand regulates and records accurately the amount 


Moderately priced, fully protected by 


of molasses used. The micrometer regulating valve is a patent- patents, guaranteed to give satisfaction. 


ed valve of our own design which permits the regulation of 


molasses from 3% to 50%. Accurate control. No clogging. Write for complete info rmation 


MILL COMPAN 


OF COMMUNITY. FEED MANUFACTURER 


INCORPORATED 
OWENSBORO, KENTUCKY 


EALERS. 


= 
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iThe Anglo American Mill Company 


We are more than manufacturers and dis- 
tributors of mill machinery. What we offer 
you is a money-making business. 


To insure this, we maintain our “Profit- 
Feed” Service—a staff of trained feed men 
to help both you and your customers to 
make more money. More profit for your 
customers by giving them authentic feed- 
ing advice on how to make more money 
feeding all farm animals. More profit for 
you because it makes your mill the head- 
quarters in your community for reliable 
feeds and for needed information on cor- 
rect feeding practices for all conditions. 


“THEA. ANGLO AMERICAN MILL COMPANY, Incorported 


3100 Kennady Avenue, Owensboro, Ky. = 
Please send literature on items checked: 
18-6 Mogul Hammer Mill Miracle Molasses Process 


Nemo. 3 


Name of Firm 


offers its highly-developed 


SERVICE 


to every progressive Community 
in America 


« 


Our “ Profit-Feed” Service is provided 
without charge to every owner of Anglo 
American Mill equipment. 


Write for information on this valuable 


modern service. Mail the coupon now. 


Engineering Service 
We invite you to consult our engineers re- 
garding any problem on mill equipment 
or installation. They have planned and 
supervised installations of equipment 
throughout the country. Their specialized 
experience enables them to protect you 


against mistakes. This service is free. 


Mail the coupon for desired information. 


| THE ANGLO AMERICAN 
MILL COMPANY 


INCORPORATED 


OWENSBORO, KENTUCKY 


Manufacturers of the Mogul Hammer Mill, Miracle Molas- 
ses Process, Anglo Batch Mixer and other mill equipment. 
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L. R. Veatch 


L. R. Veatch, 428 Pratt street, Buf- 
falo, New York state representative for 
Prater Pulverizer Co., has been appoint- 
ed to represent the Grain Machinery 
Co., Marion, Ohio, in that state, in 
connection with his present business. 
Veatch is a veteran in milling circles 
and has devoted practically his entire 
life to the planning and installation of 
equipment. His many friends in the 
industry join in wishing him continued 
success in his additional capacity. 


National Grain, Feed Dealers 


To Meet October 12-14 


LANS for the fifth annual conven- 
tion of the Grain & Feed Dealers 
National association to be held at 

the Rice hotel, Houston, Tex., October 
12, 13 and 14, are completed and a rec- 
ord attendance is expected. 

In addition to a series of practical 
talks by outstanding men of the indus- 
try, the program features a variety of 
entertainment, including a golf tourna- 
ment, seafood and chicken dinner and 
a banquet and dance. 

The convention will open at 9:30 a. 
m., October 12, with the usual prelim- 
inaries, an address by H. A. Butler, 
Butler-Welsh Grain Co., Omaha, Neb., 
president; a report by Charles Quinn, 
Toledo, secretary, presentation of mem- 
bership booster prizes and the appoint- 
ment of convention committees. In 
the evening the delegates will assemble 
for a seafood and chicken dinner at the 
San Jacinto inn. 

Three speakers are scheduled for the 
following day. Everett Sanders, former 
secretary to Ex-President Coolidge, will 
discuss “Congress and the Grain 
Trade”; Ross S. Sterling, governor of 
Texas, will talk on “The Cotton Far- 
mer and the Federal Farm Board”, and 
Asher Howard, Winnipeg, Man., will 
discuss “Farm Relief in the United 
States and Canada”. The day’s session 
will be concluded with reports on trans- 


Dealer’s Selling Price Should 
Include Service Cost 


(Continued from Page Eighteen) 
think we can succeed this year with 
the same rate used during the last 
several years. 

“But what,” you say, “are you going 
to tell the customer who comes in and 
wants to know why you are charging 
him $15.00 for a ton of feed which cost 
you only $10.00 and which he can buy 
“direct” for, perhaps, $12.00?” We are 
going to tell him this: 

“Mr. Man, we have here a place of 
business in which we have invested 
over $40,000. It is here for the express 
purpose of serving your needs. We 
carry at all times a complete stock of 
the very best feeds which you can get 
at a moments notice in lots of, from 
cne pound up. We are taking your 
word for it that you will pay us for 
what you buy when, you get your next 
check, and we are delivering this feed 
to your barn. If everything is not to 
your entire satisfaction, we are here 
to make it right with you, and you 
know that we will do it. All this is 
service, and if you buy “direct,” you 
get none of it. We have selected this 
method of doing business and we be- 
lieve that you want us to continue be- 
cause you have dealt with us for years 


on the same basis. You have used our 
service to the limit and we are glad of 
it. Are you going to be satisfied with 
less? It is this service which costs the 
extra money about which you are ob- 
jecting. It is the same service we have 
been selling for years, and we have 
never pretended that we were giving it 
away. Although the price on the feed 
itself has gone down, our cost of hand- 
ling it, or the service, is as great as 
ever, and, for this reason, the spread 
between the wholesale and retail prices 
seems greater to you, while as a matter 
of fact, it is the same, or slightly less, 
than it has been for several years.” | 

This is a plain statement of fact, and 
one which should appeal to any reason- 
able farmer. It sums up the whole 
situation. 

We are going through a period of 
conditions such as no one living has 
ever seen. Prices on some items are 
at unheard of levels, while some other 
items hold at levels normal over a per- 
iod of years. It is a time of complete 
readjustment through which we are 
passing and as such, we must watch 
our businesses and make our own adap- 
tations to changing conditions as they 
arise. 
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portation, legislation, trade rules, mem- 
bership and rejected applications. 


J. H. Caldwell, Ralston-Purina Co., 
St. Louis, will discuss “The Feed In- 
dustry Today,” during the following 
morning’s session. Other addresses on 
the program are “What Futures Trad- 
ing Means to the Grain and Cotton 
Trades,” by James C. Murray, president 
Board of Trade, Chicago, and the “Ag- 
ricultural Marketing Act and the Cotton 
Industry,” by J. W. Evans, Houston, 
Tex. Committee reports and the elec- 
tion of officers will follow. 


Ladies are invited to the convention 
and ample entertainment will be pro- 
vided for them. On the afternoon of 
the opening day there will be a luncheon 
and bridge party at the River Oaks 
Country club, and in the evening a sea- 
food and chicken dinner will be served 
at the San Jacinto inn. Another lun- 
cheon and bridge party is scheduled at 
the Houston Country club for the fol- 
lowing afternoon. The ladies will join 
the men at the annual banquet and 
dinner dance to be held at the Rice 
hotel in the evening. 


Golf will be the chief entertainment 
feature for the men. The tournament 
to be held during the convention will 
occupy the afternoons of the first and 
second day. 


INDIANA 


B. F. Talley and J. C. Summers have 
opened a feed mill at Somerset. 

Cambridge Feed Mills, Cambridge 
City, was recently host to more than 
175 feeders who inspected the plant and 
heard several livestock experts talk on 
feeding problems. A dinner was also 
served. 

Ford Garrett, Owensville,, Ind., has 
installed an electro-magnetic separator. 

Geabes Brothers, Clay City, have in- 
stalled a new hammer mill and electro- 
magnetic separator. 

McCrillius Abbott, Otwell Milling 
Co., Otwell, who spent practically his 
entire life in the milling business, died 
recently following several months’ ill- 
ness. 

Thomas McCoy, Liberty, has com- 
pleted the construction of a new feed 
mill and has installed modern equip- 
ment. 

G. G. Davis elevator, Jackson, was 
slightly damaged by fire recently. 

J. F. Staiger, Mt. Vernon, has opened 
a flour and feed store at 103 Main street. 

J. F. Staiger, Mt. Vernon, has opened 
a retail and wholesale flour and feed 
market. 

Edward W. Price and Alonzo P. Love 
have opened a new feed store at Ply- 
mouth. 

W. H. Bradley & Son have purchased 
the Elkhorn Mills, Boonville, and 
opened for business under the new man- 
agement, September 12. 

Grabill Grain & Milling Co. has 
bought the Leo Feed Mill from Sam 
Beck. 
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Central Freight Association 
Territory Rates Revised 


from Missouri river crossings to 

points in Central Freight asso- 
ciation territory, including Ohio, Ken- 
tucky, Michigan, Pennsylvania, West 
Virginia and Indiana, went into effect 
September 4, by order of the interstate 
commerce commission. 


Contending that the Northwest has 
been favored by advantageous rates into 
the Central Freight association district, 
the Southwestern Millers league has 
sought reductions in wheat and flour 
rates for the past eight years. In com- 
menting on the interstate commerce 
commission’s decision, E. H. Hogue- 
land, president of the league, in a recent 
bulletin to members, writes: 


R EVISIONS of downward rates 


“The new rates will apply only on 
wheat flour; feed rates will remain on 
the old basis. Mixed carloads of flour 
and feed will take the higher rate. When 
our original complaint was filed bran 
shorts and millfeeds moved on the corn 
rates, which were generally lower from 
the Southwest than the Northwest, and 
such rates were not attacked. It now 
looks as though it might be necessary 
to file a formal complaint attacking the 
feed rates east of the gateways unless 
we can prevail upon the carriers to re- 
duce them voluntarily.” 


Simultaneous with the revision of 
downward rates in the Southwest, the 
Minneapolis Traffic association filed a 
formal complaint with the interstate 
commerce commission attacking the 
freight rates on grain and grain pro- 
ducts from the Northwest to points in 
the Central Freight association territory. 
It is alleged that the present propor- 
tional rates applicable to Central Freight 
association territory from Chicago, East 
Joliet, Kewaunee, Manitowoc, Milwau- 
kee, Mackinaw, Manistique and Meno- 
minee on traffic from the Northwest 
are prejudicial to that grain traffic and 
preferential to traffic originating in Chi- 
cago, Peoria, East Joliet, East St. Louis 
and St. Louis. The commission has 
been asked to establish reasonable rates 
for the future. Twenty-one millers in 
Minneapolis joined in the complaint. 


IOWA 

Fred Bell Grain Co., McGregor, has 
been purchased by a group of farmers. 
Dan Ray is the new manager. 

Fire recently destroyed the Olsen 
Feed Mill, Elk Horn, with a loss of 
$5,000, which was partly covered by 
insurance. 

Ted Luken, manager, Hatch & Brook- 
man Lumber Co. elevator, Urbana, was 
— married to Miss Martha Will- 
ord. 


Pennsylvania Association 
Holds Lively Meeting 


(Continued from Page Thirteen) 


Pennsylvania in 1921, 130 in 1926, and 
almost 300 in 1930. 

The convention adjourned after pass- 
ing resolutions endorsing the National 
Feed Merchandising council’s plan to 
eliminate price guarantees and longtime 
bookings in the feed industry and ap- 
proving the proposed Washington bi- 
centennial celebration. 

Committees which served during the 
convention were as follows: Nominat- 
ing committee, C. Y. Wagner, chairman, 
C. C. Gumpert and R. C. Miner. Audit- 
ing Committee, Ross H. Rohrer, chair- 
man, S. S. Sensenig and W. K. Har- 
lacher. Resolutions committee, George 
C. Dayton, chairman, A. T. Collins and 
H. j. Lerch. 


FRED SPURGEON, formerly assis- 
tant district sales manager in Indiana 
for Allied Mills, Inc., Chicago, has been 
appointed district salesmanager in Wis- 
consin, with headquarters at 610 North 
Lake street, Madison. Mr. Spurgeon 
was born and reared on a farm where 
he gained a practical knowledge of 
farmers’ problems. In addition to this 
he has spent six years with Allied Mills, 
serving in various capacities so that he 
is also thoroughly acquainted with the 
field from the feed dealers’ standpoint. 


WAKE UP A NEW DEMAND ror your MASH FEEDS! 


Worm-Proof Your Mashes and Turkey Rations = 


—wity STERLING TOBACCO POWDER 


TURKEY BREEDERS depend upon it to safeguard 
their flocks against Blackhead. © © @ @ 


Only a small amount of Sterling Tobacco Powder needed to 100 Ibs. 
This will deworm an entire flock of chickens or 
turkeys. No handling of birds. No starving period necessary. No 
laxatives needed. Costs only a few cents per bag of feed but the re- 
peat business it brings is most gratifying. 


of your mash. 


Save your customers the time, labor and cost of individual treat- 


ments. And besides, give them this 
. EXTRA MARGIN OF BENEFIT— 


the mineral elements of Sterling Tobacco Powder bring about a 
quick reaction inrundown birds. Production and growth are stimu- 


lated at once. Death losses stop. 


HERE IS SOUND EVIDENCE 


Dear Sirs:—Find enclosed check to pay for 100 
lbs. Sterling Tobacco Powder to be shipped to Clover 
Leaf Mills, Kokomo, Ind. 

They are mixing the feed for us so will have the 
tobacco powder sent direct. 

m glad to say Sterling Tobacco Powder has 
wrought wonderful results. Up to date we are 
feeding 700 turkeys which are weighing up to 16 
lbs. at 4} months of age. 


FRED H. WHITE, 
Route 4, Logansport, Ind. 


Geneva, Ind., June 1, 1931. 


Sterling Remedy Co. 2 
Dear Sirs: I enclose check for 300 Ibs. Sterling 
Tobacco Powder. You have the best tobacco 
powder which I have ever used. 
It has done good work in our turkeys, chicks, 


laying hens and horses and we have also used it 
with good results on young growing plants. 


Send us a trial order of 100 lbs. for $4.50 or 500 Ibs. for $17.50. 


STERLING REMEDY CO., 1401 Cypress, Louisville, Ky. 


Sterling» 


Tobacco 
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Yours truly, AMOS KIRCHHOFER, Routé 1. 


Eaton, Ohio, June 3, 1931. 


Sterling Remedy Co. 
Dear Sirs: Enclosed find order for Sterling To- 
bacco Powder which fill and ship at once. 


We have turned over your name to the Eaton 
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Feed Co., who are looking for a good tobacco 
powder. We are recommending yours as best for 
we used several hundred pounds last year in rais- 
ing 650 turkeys and we did not have a single case 
of blackhead. 
This year we are planning on raising 1,500 with 
the aid of Sterling Tobacco Powder. 
Yours truly, MILLS BRONZE TURKEY FARM. 


ig 


Successful Poultry Rations Require 
Scientific Compounding 


Address Given at Pennsylvania Meeting 


AM not going to attempt to set up 

a formula for a perfect poultry 

feed. I am merely going to try 
to discuss some of the principles in- 
volved in the compoundiig of a good 
ration. I realize that most of you who 
are manufacturing feeds for poultry 
have formulae that are basically sound. 
One of the most frequent questions 
asked me is, “what is the best poultry 
feed?” The answer, of course, is, “there 
is no best feed for poultry.” There are 
hundreds of feeds manufactured and 
sold over the country, that are being 
successfully used by poultrymen. The 
ingredients going to make up these dif- 
ferent feeds may vary widely but a 
chemical analysis shows that fundamen- 
tally they do not vary widely in com- 
position. Of course there are many 
feeds that do not attain the standard 
that we expect a good feed to reach but 
these are in the minority. 

Feeds Falsely Accused 

Feeds are often blamed for results for 
which they are in no way responsible. 
Poultrymen seeing sick birds in their 
yards feel that the feed is responsible 
and immediately want an analysis made 
to determine what is responsible for 
the trouble. Often the feed is blamed 
for difficulties which grow out of poor 
flock management or disease. Some- 
times the feed is to blame, but more 
often the trouble can be traced to other 
sources. Often a feed is not as good 
as the manufacturer wants to make it 
because the customers may demand that 
certain things must be put into the 
feed before they will buy it. 

Until comparatively recent times little 
thought was given to the question of 
poultry feeding. The hen was not re- 
lied upon to furnish a steady income 
but was kept as a side line on the farm. 
Little was expected from the farm flock 
and little attention was paid to it. A 
few handfuls of grain were scattered 
occasionally, but in the main the birds 
subsisted on seeds, worms, insects, and 
green leaves. 

Modern Poultry Pampered 

By contrast consider the life of our 
present day chick. Certainly he does 
not face the hardships that his fore- 
fathers faced. He is in the main a pam- 
pered aristocrat. He does not dig in 
the soil for his food but waits for it 
to be brought to him. He expects a 
full course dinner from salad to dessert. 
With all of his advantages he is really 
a victim of the machine age. He is 
hatched by a mechanical parent known 
as an incubator. Just as he begins to 
feel parental affection towards this me- 
chanical mother, he, with lots of other 
loudly protesting chicks, is removed to 


By Dr. J. E. Hunter 


another mechanical parent that affords 
shelter and warmth but no mother love. 

A few decades ago chemists found 
that foods contained four classes of 
materials; namely, proteins, carbohy- 
drates, fats and minerals. Definite rules 
were laid down as to the proportion 
of these various constituents that 
would lead to the best development of 
the individual. A chemical analysis of 
a food or feed was thought to be a 
correct method of determining its value. 
Investigators soon found that all fats 
and all proteins and all minerals were 
not the same when added to the feed, 
but that some had greater beneficial 
effects than others. 


Invisible Feed Factors 


Research workers soon began to dem- 
onstrate the presence of a class of sub- 
stances, too minute to be observed with 
the eye or even detected by chemical 
means, but nevertheless essential for the 
best growth and development. These 
substances were first known as acces- 
sory food factors and later as vitamins. 
Much research work was started and 
soon it became evident that there were 
several vitamins each characterized by 
a definite deficiency disease when this 
particular vitamin was omitted from the 
diet. It was found that iaboratory ani- 
mals, particularly the rat, could be 
grown on purified diets, that is diets 
made ‘up of pure proteins, fats, carbo- 
hydrates and minerals if the necessary 
vitamins could be added. This discov- 
ery has greatly stimulated vitamin re- 
search. 

‘Poultry Needs Complicated 

Unfortunately, when we attempt to 
use this method to further our knowl- 
edge of poultry nutrition we immediate- 
ly run against a snag. When we pre- 
pare a poultry feed made up of purified 
constituents and add all of the known 
vitamins, for some reason the chick 
does not flourish. It seems to require 
some food factor other than the one 
with which we are now familiar. This 
factor is furnished to some extent in 
the ordinary poultry ration but is not 
present in the purified ration. When 
we learn of this factor and can suc- 
cessfully grow chicks on purified ra- 
tions we should be able to materially 
increase our knowledge of poultry feed- 
ing. 

Since the discovery of vitamins our 
troubles have accumulated with as- 
tonishing rapidity. No chemical analy- 
sis will show the vitamin content of a 
feed; yet vitamins must be present if 
the best results are to follow. The 
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presence of a vitamin in a poultry feed 
is determined by a biological analysis. 
Measured amounts of the material to be 
tested are fed to laboratory animals and 
their response noted. Long continued 
efforts have led to a high degree of 
standardization in laboratory animals 
and a trained operator can arrive at a 
very close estimation of the vitamin 
content of an ingredient of a feed or 
of the feed itself. 


Cereals Can Be Juggled 

Carbohydrates make up the bulk of 
a poultry feed. Since the major por- 
tion of the feed is carbohydrates con- 
siderable attention must be paid to the 
raw materials around which a feed is 
built. Of course, careful consideration 
must be given to the consumer, and 
raw materials that will give him the 
Lest results should be used but the sim- 
ilarity of certain cereals permits a cer- 
tain amount of juggling which does not 
necessarily detract from the value of 
the feed. 

It is a good plan to have a variety 
of cereals present in the poultry ration. 
Corn is usually used in greater amount 
than other cereals but where wheat is 
cheaper than corn, the amount of wheat 
and wheat products is sometimes in- 
creased at the expense of the corn. 
Cereals contribute proteins, carbohy- 
drates and fats to the ration. Protein 
is essential in the building up of tissue 
and in egg production. It is the most 
expensive part of the ration and one 
to which the feed manufacturer should 
pay considerable attention. 

The carbohydrates of a ration and the 
fats are burned in the body as fuel and 
go to produce energy and heat. Any ex- 
cess is stored as fat. The fat in the 
ration is more efficient in supplying en- 
ergy and heat than carbohydrates; in 
fact, an equal weight of fat will fur- 
nish two and one-fourth times as much 
fuel value as will the same amount of 
carbohydrates. Little is known about 
the requirements of the bird for fat but 
in general it is believed to be advisable 
to compound poultry rations without 
too high a percentage of fat. 

Common Cereal Grains 

The common cereal grains used in a 
poultry ration are corn, wheat, oats, 
barley, kafir corn, rye, and buckwheat. 
Corn is a desirable poultry feed because 
it is digestible, cheap, easily raised, 
transported and stored. It should not 
be fed alone but in combination with 
other cereals. Wheat is a nutritious 
palatable feed but, like corn, should not 
be fed alone. Barley is not considered 
as palatable as wheat but makes a fair- 
ly desirable substitute for it. Oats are 
a valuable constituent of a poultry ra- 
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tion. It has been customary in the past 
not to feed oats in any amount, but 
there seems to be a trend towards the 
increased use of heavy oats. Kafir corn 
is similar to wheat but has a very hard 
kernel. It is not quite equal to yellow 
corn in feeding value but is a desirable 
constituent of a poultry ration. 

Buckwheat is an important feed in 
certain localities and is believed to be of 
value in the winter ration; however, it 
is not generally used in the ration to 
any great extent. Rye has a hard ker- 
nel and is not widely used for poultry 
feeding. 

Minerals Desirable 

In addition to the protein furnished 
by cereals and cereal products it is very 
desirable to add some animal protein to 
the poultry ration. But why add more 
than one kind of protein? All proteins 
are not the same. Proteins are com- 
plex substances made up of simpler sub- 


In cer- 


stances known as amino acids. 
tain proteins certain amino acids are 
lacking. Corn protein, for instance, is 
deficient in amino acids which may be 


supplied by other proteins. Scientists 
find that birds do best when some ani- 
mal protein is added to the ration. It 
has been shown that a mixture of pro- 
tein products is more desirable than 
one protein alone. For instance most 
poultry feed manufacturers include meat 
meal, fish meal, and some form of milk 
in their feeds. This year dried milk is 
cheaper than it has been for years and 
greater amounts are being used in poul- 
try rations. 

Other protein concentrates that are 
sometimes used in poultry feeding are 
tankage, dried blood products, corn 
gluten, soy bean meal, oil meal, and 
cotton seed meal. Tankage is less suit- 
able for poultry than for hog feeding. 
Dried blood, cotton seed meal and oil 


Dow't take my word for it. Put 
your cows on Cow Chow. Weigh 
the milk with this scale and put 
it on record. Let your cows de- 
cide. They will show you that 
Purina Cow Chow will make 
milk at the lowest possible 
cost and greatest profit to you." 


Wauen aman makes a proposition 
like that, his goods must make good. It’s a rope around his 
neck if he doesn’t. But a man selling Purina Cow Chow can 
say those words. He can go back and face the record. Cow 
Chow does not fail to lower the cost of production. It’s made 
to do that job. So are all the other Purina Chows. 


P ERHAPS you can get along without 
Purina Chows in your business. However, in days like these 
when so muck hinges on producing eggs, milk and meat at a 
lower cost, don’t you feel that it’s just good sound business 
to have a feed that you can look a man in the eye and say, 


“It will lower your cost of 
production’? Purina Chows 
won't fail you. They'll prove 
themselves anytime, any- 
where on the record sheet! 
Purina Mills, 923 Checker- 
board Square, Saint Louis, 
Missouri. 
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meal should be used sparingly if at all. 
Corn gluten and soy bean meal are 
good sources of vegetable protein that 
are receiving considerable attention, and 
certain manufacturers believe that they 
can replace a part of the animal pro- 
tein in their mix with this cheaper 
source of protein. 
Fiber Content Debated 

The fiber content of a poultry ration 
has long been a matter of dispute. One 
school of poultrymen have been doing 
their best to eliminate the fiber as far 
as possible, while another group is en- 
deavoring to increase the fiber content, 
believing that the added bulk is decided- 
ly beneficial in keeping the birds in 
better physical condition. It is my 
opinion that ground, heavy, whole oats 
are a valuable asset to a poultry mash. 


Editor’s Note: Dr. Hunter who delivered the 
above address is a poultry specialist at the 
Pennsylvania State college, State College, 
Pa. Next month a second installment of 
his talk in which he describes the various 
types and functions of vitamins in poultry 
rations will be published in The Feed Bag. 
It will pay every feed dealer, manufacturer 
and jobber to read it. 


A. L. KLEIN, secretary, Blatz Brew- 
ing Co., Milwaukee, is confined to the 
Columbia hospital, recovering from a 
slight illness. He expects to be back 
at his old post soon and expresses re- 
gret that he was unable to attend the 
first annual fall convention of the Cen- 
tral Retail Feed association which was 
recently held at Eau Claire. 


ACME EXPANDS 

J. F. Lantz has recently accepted a 
position as nutrition expert and gen- 
eral manager of the Acme Milling Co., 
Olean, N. Y. He is well-known to the 
Eastern trade as Professor Lantz and 
for 16 years was nutrition expert for 
the Tioga Mill & Elevator Co. and its 
successor, the Tioga Empire Feed Mills, 
Inc., Waverly, N. Y. He writes that 
the Acme Milling Co., in addition to 
mills at Olean, Allegheny and Boliver, 
N. Y., already in operation, has pur- 
chased the Empire mill at Olean which 
it is remodeling and in which will be 
installed modern equipment for the 
manufacture of all varieties of feeds for 
farm animals and poultry. 


MISCELLANEOUS 

Cleveland Coal & Feed Co., Cleve- 
land, Tenn., has changed its name to 
the Cleveland Builders Supply Co. 

Norco Feed Mill, Albion, Neb., re- 
cently held a grand opening following 
the remodeling of its plant. 

Kendall Produce Co., Kendall, N. Y., 
was severely damaged by a recent fire. 

Hespenheide & Thompson, York, Pa., 
recertly sustained a slight fire loss in 
their feed mill from a blaze believed 
to have been started by burglars. 

Sheets Elevator Co., Cleveland, Ohio, 
with branches at Toledo, Dallas, Tex., 
and Nebraska City, Nebr., is construct- 
ing a new warehouse at Toledo which 
will be leased to the Commercial Mill- 
ing Co., Detroit, Mich. 

Broadwater Feed Co., Gate City, W. 
Va., soon expects to open for business 
in a new building now under construc- 
tion. 
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Portables Are Discussed 
By Janesville Group 


Portable feed mill competition was 
thoroughly discussed at a meeting of 
the Retail Feed Dealers Association of 
Janesville & Vicinity which was held at 
the Monterey hotel, Janesville, Septem- 
ber 29. A majority of those present 
expressed themselves as believing that 
the portables will not be much of a 
menace after a few months, as investi- 
gations revealed that the machines were 
unprofitable to the owners and the win- 
ter season would make it more difficult 
to operate. 

It was reported that portables were 
receiving a rebate from the state of 4 
cents a gallon on gasoline as an exemp- 
tion from the tax. The secretary was 
instructed to investigate and discover 
whether this practice was in operation 
and to report at the next meeting. 

R. R. Farley, Green-Farley Co., 
Janesville, was elected president of the 
association at a business session which 
followed the general discussion. Wil- 
liam Frank, Jefferson Flour & Feed 
Co., Jefferson, was chosen secretary, 
and Jesse DeLong, Johnson & DeLong, 
Clinton, was named treasurer. 

Another meeting of the organization 
will be held in November and portable 
mill competition and power rates will 
be among the topics of discussion. 


HOST TO STUDENTS - 

High school students of vocational 
agriculture and their instructors will be 
guests of the Purina Mills, St. Louis, 
Mo., at their experimental farm Grays 
Summit, Mo., October 11. Branch 
Rickey, vice president, St. Louis Car- 
dinals, will be the principal speaker of 
the day’s program. A tour of the farm 
will be made and the experiments in 
progress on animal nutrition will be ex- 
plained. The program which is to be 
held in conjunction with the National 
dairy show, will be in charge of E. A. 
Sindecuse, head of the educational de- 
partment of Purina Mills. 


FAIR EXHIBIT 
This exhibit of flour and feeds was 
recently featured at the Dunn county 
fair, Menomonie, Wis., by the Wiscon- 
sin Milling Co., of that city. It created 


Business may be a little slow but, as the above pictures prove, there’s no depression 
in the feed industry when it comes to fishing. In the large photo above, members of the 
Milwaukee Grain & Stock Exchange take time out in their day’s activities to display the 
results of a day’s angling at Kurt Froedtert’s private lake near Palmyra, Wis. At the lower 
right LeRoy LaBudde, Milwaukee, furnishes Exhibit A of five wall-eyed pike lured from 
the depths of North Lake, Wis. he two proud anglers in the center are J. H. Barton, 
Harrison, N. J., and a friend all ready for a tempting fish fry after a day’s angling. Mrs. 
S. E. St. John, Eau Claire, Wis., wife of the president of the Central Retail Feed associa- 
tion, presents at the lower right, evidence of her skill with a hugh muskie while S. E. 
stands humble and empty-handed around the corner. Can you beat any of these records? 
The Feed Bag will be happy to receive a photo of yourself and that catch, barring all fish 


market purchases. Hunting pictures will also be welcomed. Let's have the evidence. 


Southern Feed Men to Meet 
At Memphis, Tenn. 


INDING a way “out of the rough” 
both in golf and business will be 
the keynote of the sixth annual 

convention of the Southern Mixed Feed 


much interest and won considerable 
good will and business for the firm. 
Many dealers throughout the country 
maintain fair exhibits with  satisfac- 
tory results. 
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Manufacturers association which will be 
held at the Hotel Peabody, Memphis, 
Tenn., October 13, 14 and 15. 

E. P. MacNicol, secretary of the or- 
ganization, has issued invitations and 
advises those who plan to attend to 
hurry in their reservations as a record 
crowd is expected. Speeches will be 
eliminated entirely, Mr. MacNicol an- 
nounces. The sessions will be devoted 
to round table discussions, at which the 
problems of the southern manufacturers 
will receive a thorough “going over” 
and solutions will be advanced. 

Golf enthusiasts of the group are al- 
ready swinging their sticks in antici- 
pation of the numerous prizes which are 
to be awarded to winners of the annual 
golf tournament to be held during the 
convention. Competition in the tour- 
ney is always intense. Mr. MacNicol 
reports that the course will be in ideal 
condition, barring inclement weather. 

“The gang will all gather at Memphis 
from the North, South, East and West,” 
he reports. “Hotel reservations are 
coming in nicely and we are optimistic 
over the prospects of a rousing session.” 
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FROEDTERT 
Grain & Malting Co. 


Grain and Feed 


MILWAUKEE 


y The Blue Streak Hammer Mill is guaranteed unquali- 
P than any other mill now on the market. ou are the 

Prater Pulverizer Company. 

Special CTOBER Only! 
Pectal jor nly; 


| Down payments reduced by more than one-half on 
all orders for Blue Streaks placed this month. .... 
Take advantage of this opportunity—right at the start 
of the biggest feed grinding season in history...... 


Remember, orders must originate within the next 31 days 
to take advantage of this extremely low down payment. 


Write or Wire for Complete Information. 


RATER PULVERIZER COMPANY ] 


Dept. U 1829 South 55th Avenue CHICAGO, ILLINOIS 
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Health Products Corp. Enters 
Animal Nutrition Market 


HE manufacturers of White’s cod 
liver oil concentrate have entered 
the live stock and poultry field 

with a pure cod liver oil product known 
as Clo-trate concentrated cod liver oil. 
This company is the Health Products 
Corp., Newark, New Jersey, one of the 
pioneers in the study and isolation of 
the active principles of cod liver oil. 

White’s cod liver oil concentrate 
wafers are widely sold for human use 
and are “accepted” by the council on 
pharmacy and chemistry of the Ameri- 
can Medical association. This product 
contains both vitamins A and D from 
cod liver oil in a highly concentrated 
form. It is the result of many months 
of careful scientific research by the com- 
pany at a cost of approximately half a 
million dollars. 

Frank Brobst, formerly of Kraft-Phe- 
nix Cheese Corp., will represent Health 
Products Corp., with office at 323 West 
Polk street, Chicago. W. R. Cassell, 
located at the Newark office, is in 
charge of the sales of Clo-trate concen- 
trated cod liver oil. Sales will be made 
from both offices. 

Health Products Corp. manufactures 
many medicinal specialties of their own 
and for private brand distribution. 
Among their own products are: White’s 
cod liver oil concentrate wafers (A. M. 
A. accepted); White’s marine liver ex- 
tract for pernicious anaemia (A. M. A. 
accepted); Dillard’s Aspergum, an as- 
pirin chewing gum; Feen-a-mint, the 
well-known chewing gum laxative; and 
Clo-trate for animals, a cod liver oil 
tablet for dogs, cats and other small 
animals. 

According to the company’s state- 


MICHIGAN 

Jewell Coal Co., Olivet, has opened 
a feed mill. 

F. Warners, Dutton, recently held a 
two-day grand opening, during which a 
large number of farmers visited his new 
feed plant. 

E. E. Brown, Delwin, who has been 
operating a general store for the past 
seven years, has purchased the Chatter- 
ton & Son elevator in this city, and 
has opened for business with a full line 
of retail feeds. 

Bergy Brothers, Alto, have installed 
a new attrition mill and an electro-mag- 
netic separator. 

A. Harrington, Holland, is moving 
his feed establishment to provide room 
for the widening of the highway run- 
ning past it. He is also remodeling 
the building and adding new equipment. 

King Milling Co., Lowell, for the first 
time in many years, has found the water 
supply exhausted, and is installing an 
electric motor. 

Hart Brothers, Vassar, are remodel- 
ling the flour mill which they purchased 
from the Farmers Elevator Co., some 
time ago, and will place it in operation 
at once. 


M. F. BROBST 


Frank Brobst is well-known in the feed 
industry for his studies of vitamins and ar- 
ticles on animal nutrition and merchandis- 
ing published in a number of publications 
including The Feed Baz. He now represents 
the Health Products Corp. in charge of 
Clo-trate sales from Chicago and formerly 
was associated successively with the Ladish 
Milling Co., The Feed Bag and the Kraft- 
Phenix Cheese Corp. 


ment, they use the same vitamin con- 
centrate in Clo-trate concentrated cod 
liver oil as is used in White’s cod liver 
oil concentrate wafers. They point out 
that both vitamins A and D from cod 
liver oil have been concentrated in Clo- 
trate. They also claim that greater ef- 
ficiency in preventing rickets is obtained 
when the natural vitamin A from cod 
liver oil is present, together with the 
vitamin D, in the ration. 


ILLINOIS 

The old Washington brick mill, fa- 
miliar landmark and the property of 
the Cooperative Farmers Grain Co., 
Washington, was severely damaged by 
a recent fire. Total loss, including 
$3,000 worth of feed, was estimated at 
$11,500. 

J. J. Kemp, Lexington, recently suf- 
fered a loss of $15,000 when his large 
feed mill was destroyed by fire. An 
adjoining elevator and coal sheds were 


saved from the blaze by volunteer 
workers. 
Ralph Moellring, Clayton, who re- 


cently moved his feed mill to the Char- 
lie Smith building, has opened for busi- 
ness in his new location. 

Brocton Elevator Co., Hume, is plan- 
ning to stock a complete line of feeds in 
addition to operating a coal business. 

Joe Schaffer & Sons have decided to 
close their feed store branches at Pleas- 
ant Plains, Virden and Pana. 

M. J. Buscher & Son, Litchfield, have 
purchased the Morrisonville Feed Mill 
from William F. Langen. John P. Mur- 
phy has been retained as manager. 

C. E. Castle, Farfield, Ill, has com- 
pleted the building of an extension to 
his feed store and has installed a new 
grinder. 

J. W. Erdmier, Shannon, has sold his 
feed mill to Espie Colbert. 

Henry County Farmers Cooperative 
Seed Co., Cambridge, reports an in- 
crease of 26 per cent in sales for the 
year ending last June, over the same 
period of the preceding year. A divi- 
dend of 4 per cent was declared to 
stockholders. D. O. Hinman is man- 
ager. 

Fire destroyed a section of the Union 
Feed Mill, Pinkneyville, recently, with 
damages of $500. 

Ws P. Lillibridge, St. Charles, is con- 
structing a new feed mill and elevator. 
New equipment will be installed. 

Esby Culbert & Son, Shannon, have 
purchased the Erdmeier Feed Mill. 

Lester Fell has purchased an interest 
in the Saxton mill and feed business, 
Kansas, and is now in charge. 


Governor Will Address Ohio 


Dealers at 


EMBERS of the Ohio Grain, 

Mill & Feed Dealers associa- 

tion will gather at the Desh- 
ler hotel, Columbus, Tuesday, October 
27, for the 52nd annual fall meeting. 
Improvement of business and' economic 
conditions and the abolishment of the 
federal farm board will be the chief 
topics of discussion. 

George W. White, governor of Ohio, 
will be present at the meeting to say 
a few words to the delegates. “Gov- 
ernment Competition in Business” will 
be discussed by Frank Delaney, Chi- 
cago. C. F. Morris, Chicago, will pre- 
sent the subject, “Americanism,” and 
C. B. Rader, secretary, St. Louis Mer- 
chants Exchange, St. Louis, will talk 
on “Millfeed Futures.” 

The morning of the convention will 
be devoted to registration and a gen- 
eral “get together and get acquainted” 
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Columbus 


session. Immediately after lunch at 12 
o'clock, the business meeting will be 
called to order. 

W. W. Cummings, Toledo, secretary 
of the association, urges all members of 
the trade to attend. 

“The grain and feed men in our or- 
ganization have done some earnest work 
to improve your conditions,” he says. 
“They need the support of every grain 
and feed man in the country to back 
up their efforts. Won't you attend the 
Columbus meeting and bring your 
neighbor? A great deal can be done 
if you will support your state organiza- 
tion.” 


JOHN TIMMER, formerly manager 
of the Ellsworth Farmers Exchange, 
Ellsworth, Mich., has formed a partner- 
ship in the feed business with I. Hor- 
renga. 
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=| A sure way to 
greater profit 


We believe our service to 
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| business. 
be as good as any other— 


Quality feeds mean repeat 
Repeat business means greater profit 


through elimination of sales costs. 


The quality of Occident Feeds has been 
maintained for half a century on a 

ar with Occident Flour. Milled from 
high protein wheat that has been 
washed and scoured (with all screen- 
| ings eliminated) the maximum food 
value is found in Occident Feeds. 


Yet every individual con- 
nected with the organiza- \ 
tion is striving to make it \ 
better in order that wemay | 


merit m : : Your trade will be quick to appreciate 
t more of your business this quality and it will develop repeat 


Please address your nearest office. business for you. 


Newsome Millfeed Co. FEEDS 
Midland Hay & Feed Co. Occident Hard Wheat Bran 

— Occident Hard Wheat Mixed Feed 
Alta Hard Wheat Middlings ; 
Occident Hard Wheat Standard Mid- 


dli 
Occident Hard Wheat Flour Middlings 


222 Corn Exch 


Reliance Feed Co. 


220 Corn Exchange, Minneapolis yl 


Newsome Feed Co. Mi 
166 W. Jackson Boulevard, Chicago i | 


ewsome Feed & Grain Co. |. 
Putsburgh, Pennsylvanie RUSSELL-MILLER MILLING Co. 


ii GENERAL OFFICES 
| MINNEAPOLIS MINNESOTA 


Every Feed Dealer 


Jobber and Manufacturer 
The finest quality pro- 


ducts at the lowest Needs This Book 


price—that is the tribute 


E paid us daily by satisfied e ®@ 
users of 


‘RED 3” B : e 
Rolled Oats eens Feeds and Feeding 
Complete Illustrated Edition 84 


By Henry Morrison 


Ground Oat Groats 
Feeding Oatmeal 


Hygrade Oatfeed (11% Protein) Or $5.50 with The Feed Bag 
Brerennd Ont Hulls for One Year—a saving of one 
Unground Oat Hulls 

dollar. Offer good on either 
White Hominy Feed (7% Fat) new or renewal subscriptions. 
Wire us for Quotations Send your order to 


The Corno Mills Company 


East St. Louls, Il. Che feed Bag 


Three Minute Cereals Company 
Cedar Rapids, Iowa 


210 E. Michigan Street Milwaukee, Wis. 
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Depression Should Spur Feed 
Men to Greater Efforts 


(Continued from Page Ten) 
of thousands of tons of mixed and un- 
mixed feeds have been sold before corn 
planting was finished, before oats were 
four inches high, before there was any- 
thing approximating accurate informa- 
tion regarding the production of cotton 
and cottonseed, of flax and flaxseed, corn, 
oats, and other grains and ingredients 
generally used In feeding. The prices 
established were made long before any- 
body could tell what the prices of those 
feeds should be. The prices then were 


artificial. Feed manufacturers in large 
numbers would make sales on_ this 
basis. Feed dealers would buy from 


feed manufacturers on this basis and 
farmers without any knowledge as to 
what the production of their native 
crops might be, without any knowledge 
as to what prices they might expect 
for their farm products, and with a very 
poor idea as to what their actual feed 
requirements might be, purchased feed 
from their feed dealers. The feed busi- 
ness then was a guessing contest. If 
everybody made the right guess there 
wasn’t any apparent harm done. 
Guessing Jumbled Market 

But this guessing lead to artificial 
prices and made feeds cost more than 
they would if they were marked in an 
orderly way. Seasonal long term book- 
ings by most all mixed feed manufact- 
urers simultaneously, caused enormous 
buying of ingredients at the same time 
to cover these sales. This intense com- 
petition for limited supplies naturally 
resulted in sharply bidding the market 
up to a basis greatly above the normal 
prices. This increase was included in 
the cost of the feeds. Invariably when 
this frenzied buying wave passed it was 
but natural for the market to sag back 
to the normal before the period, show- 
ing heavy losses to the earlier buyers. 
Consumers who had made the wrong 
guess found themselves unable and 
were sometimes unwilling to take de- 
livery of what they had purchased, re- 
sulting in the dealers having contracts 
which were hard to deliver and at times 
many of which were not delivered. The 
manufacturer found himself in exactly 
the same position. 
' Long term booking imposed great 
risk and penalty on consumer, distribu- 
tor and manufacturer. It bred ill will 
hetween consumer, distributor and man- 
ufacturer. It affected everybody’s pock- 
etbook. Long term booking is the one 
single practice that has caused more 
harm, more grief, more losses to all 
branches of the feed industry than all 
the other bad practices put together. 
In fact long term booking invariably 
leads to other uneconomical and waste- 
ful practices. 

The practice of guaranteeing prices 
directly resulted from long term book- 
ings. “By buying this contract today, 


Mr. Dealer, you can’t lose because the 
price is guaranteed against decline” is 
the argument which was generally used 
and which so often resulted in bookings 
being made. 

Is price guaranteeing a good prac- 
tice for the feed business? Does it add 
to the cost of feed or does it lead to 
reduced costs? I know that you feed 
merchants have often asked the ques- 
tion: “How can a feed manufacturer 
guarantee his feed prices?” You know 
that if I, a feed manufacturer, sell you 
a contract of feeds or scattered delivery 
during the next six months, even with 
or without a moderate carrying charge, 
and guarantee my prices against decline, 
and providing that I owned the ingre- 
dients out of which the feed that I sell 
to you is made, that in the event of 
a decline of 1, 2, 3, and $5.00 per ton 
in the market, I am obligated to a loss 
that can be and often has been harm- 
ful and hurtful to me as well as harm- 
ful and hurtful to you. If I can afford 
to take a loss then would it not be a 
pretty fair indication that my price to 
begin with was too high? If I did not 
own the ingredients going into the man- 
ufacture of the feed stated on the con- 
tract, if I had sold you something oi 
which I| did not have full control, then 
is there not a serious risk for you as 
well as for me? It isn’t necessary to 
say anything more about price guaran- 
teeing. 

Plan Provides Remedy 

The unsoundness of long term book- 
ing and price guarantee have long been 
recognized by feed manufacturers, feed 
distributors, and consumers. Many feed 
manufacturers and many feed merchants 
who did not believe in these practices, 
who knew how harmful they were, were 
more or less forced to adopt them in 
their sales policies because so many of 
their competitors were operating on this 
basis. One manufacturer would oper- 
ate on this basis because the other man- 
ufacturer did. One feed dealer would 
buy feed on this basis because his com- 
petitor did. But for years there has 
been a general recognition of the un- 
soundness of these two practices and so 
it was but natural that some -overhaul- 
ing of the feed ship should be made and 
that a movement should be originated 
and sent forward under which these 
recognized highly speculative and harm- 
ful practices would be eliminated from 
the feed industry of the country. 

You are familiar with that movement 
and with the plan which was developed 
and which provides that: 

Sales of commercial mixed feeds shall 
not be made for shipment beyond a 
period of 60 days with a 60-day exten- 
sion period allowed, providing a carry- 
ing charge of 25 cents per ton for each 
15-day period or fraction thereof is made 
and paid. 

Sales of commercial mixed feeds will 
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not be made with prices guaranteed 


against market decline. Unshipped con- 
tracts will be terminated on a business 
basis. 

And while I know you are familiar 
with the widespread general and gener- 
cus acceptance and endorsement of this 
plan by feed manufacturers, feed dis- 
tributors, and consumers, yet I am 
going to again briefly review the re- 
sults to date: 

Two hundred eight manufacturers of 
commercial feeds have publicly accepted 
the plan and have incorporated it in 
their merchandising policies. 

Thirteen additional manufacturers of 
commercial mixed feeds, while accept- 
ing most of the essential features of the 
plan have, during the past months been 
operating a feed business in accordance 
with all of its terms and provisions. 

The Northwest Mixed Feed Manufac- 
turers association, the Southeast Mixed 
Feed Manufacturers association, the 
Northeast Feed Manufacturers associa- 
tion, the Western Pennsylvania Millers 
association, and the American Feed 
Manufacturers association, have en- 
dorsed and actively supported the plan. 

The Central Retail Feed association, 
the Eastern Federation of Feed Mer- 
chants, the New England Grain Deal- 
ers association, the Southeastern Penn- 
sylvania Feed Merchants association, 
the Ohio Grain, Mill & Feed Dealers 
association, and the Pennsylvania Mill- 
ers & Feed Dealers association, have 
endorsed the principles of the plan. 

Large numbers of retail feed mer- 
chants have independently endorsed the 
plan. 

Two of the largest farmers feed co- 
operatives in the country, namely, the 
Grange League Federation Exchange 
and the Eastern States Farmers Ex- 
change, have enthusiastically endorsed 
the plan, as also have many of the na- 
tion’s outstanding leaders in agricultur- 
al thought. 

The Honorable Julius Klein, assistant 
secretary of commerce, and other out- 
standing business leaders have endorsed 
the principles of the plan. 

What further evidence is required to 
prove that a plan so widely endorsed is 
sound and right and helpful for the feed 
industry of the country? There will be 
more evidence forthcoming. There will 
be more endorsements but we do not 
need any more to convince us that the 
plan is right. 


ROBERT SAMUEL BAGSHAW, 
57, Waterloo, N. Y., feed dealer, passed 
away August 30 in his summer home 
on Lake Cayuga. He had been presi- 
dent of the firm of R. S. Bagshaw, Inc., 
for more than 20 years prior to his 
death and also had served as a village 
trustee. His wife survives. 


PRIZE POULTRY NUMBER 

Purina Mills, St. Louis, Mo., an- 
nounces a prize number of its publica- 
tion, “The Purina Poultryman.” It 
contains many valuable scientific feed- 
ing aids as well as interesting accounts 
of practical methods employed by suc- 
cessful poultrymen. Copies of the pub- 
lication will be mailed to all dealers 
on request. 
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Inexpensive Ingredients 


For Mixers 


Poultry Wheat a Specialty 
Barley—All Grades 
Corn—Oats—Mill Oats 
Barley Needles 


Ground Screenings 
Ground Oats 
Ground Barley 


GROUND SCREENINGS 
with MOLASSES 


Fish Meal 
Mineral Mixtures 


CO. 


Chamber of Commerce 


NX 


3 At present prices 


2 


Minneapolis 


GOING 
up 


of butter fat, there 
is good profit in 
feeding Sterling 
Dairy Balancer 
with farmers’ own > 
corn, oats or ba-- Sif 
ley. 
This is purely sup- 
plementary feed 
and contains no 
basal grains. It is 
a repeat business 
bringer. 


32% 
Protein 


Northrup, King & Co.’s 


STERLING 
Dairy Balancer 


e Northrup, King & Co., Feeds and Seeds 
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Write for sample and price. 


Minneapolis, Minnesota 


ing parts. 


life. 
operation. 


Burton—the 


Long Life Mixer 


The Burton Feed Mixer, speedy in per- 
formance, nevertheless has no swift mov- 


The mixing screw runs at 70 


r.p.m. The drum revolves at 3 to 4r.p. 
m. Result—economy of upkeep—long 
Roller bearings insure smooth, silent 


Ask for folder explaining operating details. 


The Burton Feed & Mixer Company 
2844 West Grand Blvd. 


Detroit, Mich. 


R. L. HERRICK 


M. H. HERRICK 


100% FOR 


THE DEALERS 


HERRICK 


R. L. HERRICK, Jr. 


FEED 


Phones Phones 
135 135 
118 118 

HARVARD ILLINOIS 


WHOLESALE 


_ GRAIN @& FEED SHIPPERS 


J. M. HERRICK 
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Central Fall Convention 
Is Well Attended 


(Continued from Page Nine) 


Mr. Vint declared that dealers were 
generally selling feeds on too narrow 
« margin. He explained that the man 
who was injuring the industry was he 
who kept a low volume of stock, and 
upon receipt of a shipment, dashed out 
and sold it at cut prices and ridiculous 
margins. He advocated the maintain- 
ing of a complete stock of feeds from 
which the feeder could select his needs 
conveniently. Merchandise, he said, 
should be dispensed as the result of 
systematical, well directed sales effort. 

Clarence P. Clark, Quaker Oats Co., 
Chicago, in the address which followed, 
declared that it was time to stop cry- 
ing the blues and get back to work. 
He urged the elimination of long term 
booking and price guarantees which he 
branded as unsound and uneconomical 
trade practices. Mr. Clark’s talk is pub- 
lished elsewhere in this issue of The 
Feed Bag. 

Effective advertising plans were out- 
lined by Everett Roquemore, advertis- 
ing and sales promotion manager, Vi- 
tality Mills, Inc., Chicago. He advised 
dealers to advertise consistently and to 
make free use of literature distributed 
by manufacturers. Mr. Roquemore’s 
talk appears elsewhere in this issue of 
The Feed Bag. At the conclusion of 
the afternoon session a clock awarded 
as an attendance prize, was won by R. 
W. Matteson, Whitehall Mill & Power 
Co., Whitehall, Wis. 

To the strains of dreamy Hawaiian 
music the feed men assembled for the 
first annual fall dinner. Speeches were 
eliminated. Everybody joined in sing- 
ing, “Hail, Hail, the Gang’s All Here” 
and other popular selections and a spirit 
of good fellowship prevailed throughout 
the evening. All who attended the first 
fall convention acclaimed it a success 
and expressed wishes for making it an 
annual event. Another clock which was 
awarded as an attendance prize during 
the banquet, was won by W. H. Dralle, 
Quaker Oats Co., Chicago. 


Central Convention Notes 


Charles Van Horssen, manager com- 
mercial feed department, Washburn- 
Crosby Co., Minneapolis, attended his 
first convention in several months. Mr. 
Van Horssen was severely injured when 
his car overturned, after being hit by 
an approaching machine out of control, 
and was demolished last July. He suf- 
fered three fractured vertebrae and was 
confined to the hospital for several 
weeks. His many friends were glad to 
see him back in their midst. 


Fred Larson, Farmers Cooperative 
Co., Spencer, Wis., believes in staying 
loyally at one post. At the convention 
he proudly announced to his friends 
that he recently celebrated his 17th an- 
niversary as manager of the Farmers 
Cooperative Co. He received his ap- 
pointment when he was 20 years old 
and has developed a successful orga- 


nization. 
* * 


W. J. Spry, W. J. Spry & Son, Chili, 
Wis., believes there’s something in a 
name. The company employs a man by 
the name of Quicker in its mill and re- 
cently when Mr. Spry prepared adver- 
tising copy for a county fair program 
he wrote the following: “Our Manage- 
ment Are All Spry and Our Help Is 
Quicker.” The ad created many smiles 
and won much good will and business 
for the firm. 


G. E. Hillier, manager feed depart- 
ment, Penick & Ford Sales Co., Cedar 
Rapids, Ia., issued a challenge on Sun- 
day afternoon preceding the convention, 
offering to best all comers in a game 
of golf. The writer accepted and re- 
turned at eventide sadder but wiser. 
The way G. E. lays that ball down the 
fairway on his drives and senses the 
hazards ahead on ah unfamiliar course 
is nobody’s business. Persons interested 
in learning the actual score of the after- 
noon, please see Mr. Hillier. We refuse 
to incriminate ourselves. 

Ok 


H. L. Brings, Brings & Co., St. Paul, 
and A. W. Barott, Lindstrom Mill Co., 
Lindstrom, were two Minnesota mem- 
bers in attendance. This was their first 
Central convention but we hope they 
will never miss another. 

* 

J. L. Kleckner, Kleckner Elevator Co., 
Neillsville, Wis., was one of the first 
presidents of the association and has 
always continued his enthusiasm. Hav- 
ing been in poor health recently, Mr. 
Kleckner came to the convention wear- 
ing a cane which he soon discarded, 
saying that it wasn’t needed because it 
made him feel so good to be among 
all his old friends. 

x 

The New Richmond District Dealers 
club of the association was represented 
by many of its members, as well as by 
its president, R. W. Junkman, Junkman 
Elevator Co., River Falls, Wis., and its 
secretary, W. M. Herpst, Elmwood 
Lumber & Grain Co., Elmwood, Wis. 
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W. C. Stephan was on the job both 
as a dealer and representative of the 
Strong-Scott Manufacturing Co., Min- 
neapolis. Mr. Stephan, it will be re- 
membered, recently purchased an inter- 
est in a retail feed plant at Cambrige, 
Minn. 

* 

Orin W. Trindl, who operates three 
cash basis feed stores from headquarters 
at Loyal, Wis., strongly approved the 
idea of holding a fall convention at Eau 
Claire or some other northern city. He 
said the convention was both enjoyable 


and profitable. 


Minneapolis wholesalers were well 
represented by M. J. Beaubaire, Acme 
Feed Products Co.; E. F. Morris, Brooks 
Milling Co.; D. E. Fraser, Cereal Grad- 
ing Co.; G. W. Smith, Albert Dickin- 
son Co.; R. W. Randall, Froedtert 
Grain & Malting Co.; T. R. Barrett and 
F. L. Huber, Hennepin Grain Co.; I. 
S. Joseph; Paul Sather and Walter 
Finch, King Midas Mill Co.; F. M. 
Rosekrans, Jr., Lake State Feed & 
Grain Co.; E. K. Peterson, Minneapolis 
Seed Co.; C. N. Barrett, Northrup, 
King & Co.; O. M. Straube, Nutrena 
Feed Mills, Inc.; C. H. Karschner, Pills- 
bury Flour Mills Co.; S. S. Stanchfield 
and R. A. Strathy, Russell-Miller Mill- 
ing Co.; H. A. Vanderhoof, Stuhr-Seidl 
Co., and Charles Van Horssen, Wash- 
burn-Crosby Co. 

ok Ok 

W. B. Griem, chief chemist, feed and 
fertilizer inspection division, Wisconsin 
department of agriculture and markets, 
Madison, was an interested visitor at 
the convention. Mr. Griem’s work keeps 
keeps him in constant contact with the 
feed industry and many dealers were 
glad to have an opportunity to discuss 
their problems with him while at Eau 
Claire. 

* 

Oyster Shell Products Corp., St. 
Louis, was represented by G. A. Acker- 
man, R. C. Crawford and H. H. Miche- 
ner. Their hospitality was double-bar- 
reled this year since the company now 
manufactures and sells both Pilot and 
Reef brand crushed oyster shell. 


PRATT FOOD CO., Philadelphia, is 
now broadcasting helpful hints to feed- 
ers over 23 stations of the Columbia 
network every Thursday at 12:00 
o’clock noon, central standard time or 
1:00 p. m., eastern standard time. The 
program continues for 15 minutes each 
Thursday and is unique in that it is 
being broadcast direct from Pratt’s ex- 
perimental farm. 


NATIONAL MOLASSES CORP., 
Philadelphia, said good morning to all 
members and guests at the Pennsyl- 
vania Millers & Feed Dealers associa- 
tion convention recently held at Harris- 
burg by sponsoring distribution of 
copies of the New York Herald each 
day during the convention. 
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ORDER NOW 


The demand for 

good quality 

Peat Moss is 

growing—itis a 

) PROFITABLE 

item to handle. 

SUPERIOR 

brand is one of 

the finest on the market; Feed dealers everywhere 

handle it. We offer it at the most reasonable 
prices in carload shipments or less. 


WRITE US TODAY. 


Clean, dry, BALED 
SHAVINGS—carloads 
only. They are plentiful 
and cheap now. Write 
for prices. 


Frank Miller & Sons 


2240 W. 58th St. Chicago, Illiinos 


Calcium and Phosphate in 
Nature’s Balanced Proportion 


DICAPHO 


97% Digestible 


For Dairy Feed and “ More Milk at Lower Cost 


Healthy Cows 
Meal—To Produce . . Stronger Calves 


For Laying Mashes—To (Better Textured Shells 
Produce . ; . (Firm Yolks—More Eggs 


Strong Bone Structure 
For Growing Mashes— Perfect Health 


Splendid Vitality 
To Produce *| Straight Breast Bones 


Rapid Growth 
Also for Pig Meals and Horse Feeds 


THE MOST READILY DIGESTIBLE CALCIUM 
PHOSPHATE FOR FEED RATIONS 


For Convenient Feeding 


DICAPHO-SALT 


Manufactured by : Chicago Sales Office: 
BAY CHEMICALCO.,Inc. 360 N. MICHIGAN AVE. 
New Orleans, La. Chicago, Illinois 


WRITE TODAY FOR BOOKLET AND PRICES 


Deutsch & Sickert 
Company 


400-402 Chamber of Commerce, MILWAUKEE, WIS. 


REPRESENTATIVE OF 


A. E. STALEY MFG. CO. 


Corn Gluten Feed . . . 23% Protein 
Corn Germ Meal .. . 18% Protein 


Staley’s Soy Bean Oil Meal 
40% Protein 


Straight and Mixed Cars 


DISTRIBUTORS 


PILOT BRAND and PURITAN BRAND 
Genuine Oyster Shells 
Write for delivered prices 


Get our CORN and OAT Prices 


Feeds of all kinds also Hay— 
Alfalfa Hay a Specialty 


Use the Phone—Call 


Marquette 3140-3141 


AME HORSEPOWER.... 
AME POWER CONSUMPTION ... 


But... 50 % to 100% More 
Actual Grinding with a 


GRUENDLER ARISTOCRAT 


Proven Performance, FuJly Guaranteed . . 
that’s our proposition. We deliver the 
capacity, or remove the equipment with- 
out cost to you. 


Made in six popular sizes to fit every need. 
Let us give you the facts—Ask for Bul- 
letin 10 FB. 


Gruendler Crusher & Pulverizer Co. 
2915 N. MARKET ST. ST. LOUIS, MO. 
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Changing Conditions in Trade 


Demand Dealer Cooperation 


(Continued from Page Seven) 

ers, farm organizations and dairymens’ 
associations. It was finally revised to 
apply only to low feeding value ingre- 
dients. But the same objections would 
obviously apply, because it is just as 
impossible to determine the percentage 
of low ingredients as of high ingredi- 
ents. So the bill was finally killed in 
the senate and was not brought before 
the assembly. The splendid coopera- 
tion of farmers and feed dealers in 
promptly exposing the fallacy of this 
kind of legislation and in bringing be- 
fore their representatives the real facts 
about this measure no doubt was large- 
ly responsible for its defeat. 


Portable Mill Bill 


Another measure which was of special 
interest to feed dealers and farmers was 
Bill 781 A, which proposed to license 
portable feed mills, and in this way 
compel them to pay their fair share 
towards support of the community from 
which they derive their profits. Ac- 
cording to its sponsors it was not in- 
tended to be prohibitory, but merely to 
place the portable and stationary mills 
niore nearly on a basis of tax equality 
and to give the local government some 
measure of control over their activities. 
It was not directed at the locally owned 
and operated portables. Such mills were 
expressly exempted from its provisions 
within the municipality in which they 
were listed on the tax roll. But it would 
affect especially the itinerant grinders 
which roam about singly or in squads, 
picking up the cream of the business 
and then moving on without paying 
a cent of tax or other revenue in the 
localities in which they do their busi- 
ness. 

This bill was introduced by the com- 
mittee on agriculture in the assembly, 
and following the public hearing, was 
recommended for passage. When it 
came up for a vote in the assembly it 
was passed by an overwhelming ma- 
jority. It did not reach a vote in the 
senate, however, until next to the last 
day of the session, and in the rush and 
confusion incident to the closing days 
of the session it was defeated by a 
single vote. From the number of votes 
changed on the various roll calls it was 
evident that the bill was not thoroughly 
understood, otherwise in all probability 
it would have passed the senate as read- 
ily as it did the assembly. 

Members Determine Success 

The strength and influence of this 
or any other organization depends on 
the interest, loyalty and active support 
of its individual members. The officers 
at the top can accomplish little with- 
ont a busy, aggressive membership at 
the bottom. This ideal relationship of 
the members to officers could well 
be represented by a pyramid or cone. 


When the membership is large and 
each individual is thoroughly interested 
in promoting its program in his local- 
ity then an organization thrives, for it 
rests On a stable foundation. But when 
the officers have to do all the work the 
pyramid, becomes inverted, top heavy, 
and falls to the ground. 

Whether or not the benefits of this 
organization are felt or made available 
to you and your customers, depends in 
the last analysis on your willingness and 
mine to accept our share of the respon- 
sibility for carrying on its work. .You 
are its personal representatives in your 
community. 

And so I bespeak for this associa- 
tion your increased support and inter- 
est, not alone from a selfish standpoint 
but also in the interests of your cus- 
tomers. Whatever contributes to their 
prosperity and_ satisfaction builds up 
your business, whatever imposes a bur- 
den on the feed business—whether in 
the form of increased cost of transpor- 
tation, ill-advised legislation, unneces- 


sarily extravagant inspection work, or 
loose business methods such as a care- 
less credit system, all finally falls upon 
the shoulders of feeder and dealer alike. 


MINNESOTA 

. L. Hengel, Lamberton, has pur- 
chased the Adrian Milling Co., Adrian. 

Farmers Elevator Co., Dale, has been 
dissolved and David G. Johnson, Haw- 
ley, has been appointed receiver. 

W. A. Ballweber has been appointed 
manager of the Waldorf Farmers Ele- 
vator Co., Waldorf. 

Rosewood Farmers Elevator, Rose- 
wood, has been sold to Rasmus Oen 
and Harry Myrom, Thief River Falls, 
who are now handling a complete line 
of feed, flour and coal. 

J. L. Huber, Minneapolis, former mer- 
chandising manager for the Farmers 
National Grain Corp., has become as- 
sociated with the Hennepin Grain Co., 
Minneapolis. 

James F. Bell, president, General 
Mills, Inc., who was recently appointed 
a member of the unemployment relief 
national advisory committee, has been 
chosen as state relief representative for 
Minnesota. 

Lancaster Brothers, Lenoir, have 
moved into their new and recently com- 
pleted building which has modern fa- 
cilities and equipment for handling feed 
and coal. 


GENUINE 


NATICOG 


REG, U. S. PAT. OFF. 


MOLASSES 


CUBAN 


BLACKSTRAP 


CHICAGO 


The NORTH AMERICAN TRADING and IMPORT CO. 
260 SOUTH BROAD STREET 
PHILADELPHIA, PENNA. 


Wire or Phone for Quotations 
NEW ORLEANS 


BUFFALO 


world. 


New York 


PILOT BRAND 


OYSTER SHELL FLAKE 


for poultry is by far the largest selling 
brand of crushed oyster shell in the 


It is the only nationally advertised 
oyster shell on the market. 


You don’t have to shade your price to 
sell PILOT BRAND poultrymen. 


Ask for it. . 
OYSTER SHELL PRODUCTS CORPORATION 


St. Louis London 
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Farm Prices Going Up 
Outlook Bright 


The farmer and feed dealers who 
serve him are visioning the sun of pros- 


perity rising on the horizon as_ indi- 
"TURN your formulas into sweet, palatable mo- — cated by the trend of recent prices, par- 
lasses feeds with this new molasses meal. Easy 
fora considerable length of ime, woure to handle, and makes a wonderful improvement ticularly for dairy products. 
in a position to know something of its | jn your products. Especially fine for poultry : > ma 
merits—this knowledge we have gained | mashes, where even texture and uniformity are of In a recent report issued by Hoard: 


in a practical way, directly from the | greatest importance. An excellent retail com-  Wairyman, nationally known farm mag- 
feeders in our vicinity. As evidence as to 


modity to offer your trade, that becomes popular 4 ‘ . > 
how the feeder likes Candied Copra, will | with the farmers wherever it is sold. Write for I, It was pointed out that butter 


Wooster Feed Mfg. Co., Wooster, Ohio. 
Since we have handled Candied Copra 


say that we have not, up to this time, | delivered prices and full information. prices have risen steadily since last 
June in the New York and Chicago 
as nu na ow ist 
THE HAY NES MILLING rninaa The Wooster Feed Mfg. Co. markets. Butter in storage on August 
S. M. Haynes WOOSTER, OHIO 1, 1931, was given as 115,179,000 pounds 


in comparison to 145,061,000 pounds a 

below the five year average. Amount 


of cheese in storage was given as 84,- 
114,000 pounds as compared to 108,899,- 


000 pounds a year ago. The 1931 stor- 
Queen Wheat Feed Jf ace on August 1 was listed as 10,819,000 
pounds under the five year average. At- 


Cherokee Middlings tention is also called to the fact that 


the number of cows in the United States 


Mid-Dog Middlings per person is 10 per cent less than ten 


years ago. 

Feed manufacturers are announcing 
‘ ° that the prices of their products are the 
«- Your trade will appreciate lowest in many years and are urging 
these quality feeds, and in- farmers to take advantage of increased 

. dairy prices and lower feed costs. 
— WHEAT crease your volume of busi- 


~~ MIXED FEED | ness which means increased PEOPLES MILLING & Elevator 


Co., Coopersville, Mich., has purchased 
Middlings. Bran, Screenings , number of customers and a hammer mill with a built-in electro 


not exceeding mill run 
pau, _— larger profits These quality |} magnetic separator. 
Office 315 Corn Exchange feeds are manufactured in our 
own mills. 


MINNEAPOLIS, MINN. A 
CAPITAL FLOUR MILLS, Inc. 


MINNEAPOLIS, MINN. 


Made in 9 sizes. Belt or motor 4 <HAGN 
driven. Single and double head. ‘s : 


| = Pecos Valley Alfalfa Mill 
| NM. 


TRY OUR 


SMALL GRAINS PECOS SPECIAL 


IT’S BETTER 
in greater volume will be ground into Feed this year than ever before. 
Millers that operate DIAMOND MILLS will grind a large portion of 
this grain efficiently and economically. The grinding season is here. 
We have a Diamond Mill to fit your needs. P ecos V a | | ey 


Alfalfa Mill Co. 
Diamond Huller Co., Winona, Minn. 


HAGERMAN, NEW MEXICO 


Your inquiry would be appreciated. 
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Steeb Elected to Head 
Associated Dealers 


William Steeb, Crown Point, Ind., 
was elected president of the Associated 
Feed Dealers of America at the first 
annual meeting of the organization 
which was held at South Bend, Ind., 
September 8. S. Brown, Valparaiso, 
Ind., was chosen vice president and H. 
H. Cunning, Chicago, secretary, treas- 
urer and managing director. 

Election of directors to represent each 
state in which the organization does 
business, was approved by the mem- 
bers. A mail vote will be taken. It 
was also decided to begin a movement 
to obtain reductions in power rates. 


COTTONSEED BOOKLET 

An interesting, illustrated booklet en- 
titled “1932 Feeding Practices” has been 
issued by the National Cottonseed Pro- 
ducts association. Rations for all types 
of livestock are presented. Copies of 
the booklet will be furnished free on 
request by National Cottonseed Pro- 
ducts association, 1408 Santa Fe build- 
ing, Dallas, Tex. 


W. S. CAMPBELL, Fillmore, Ind.., 
and Gilbert Ogles, Belle Union, Ind., 
have purchased the Sunshine Feed Store, 
Greencastle, Ind., formerly operated as 
the Harris Milling Co. The new firm 


will be known as Campbell & Ogles. 


ARDRATE 


ALFALFA MEAL 


mums RDRATE artificiallydried 
Alfalfa i is the finest meal obtainable 
for mixing with mash and feed for- 
mulas. Ardrate Alfalfa has the 
following advantages over sun- 
dried Alfalfa: 10% more protein; 
7 times richer in vitamin ‘‘A’’; 
lower fibre content; natural color. 


ARNOLD DRYER CO. 
Manufacturers of the ‘‘Ardrier’’ 
3000 W. Montana St. MILWAUKEE 


Write or wire at 
once for prices and 
generous mixing 
sample. 


Pure Cane Molasses 
FOR FEED MIXING 


\ 
TANK CARS BARRELS 


NATIONAL MOLASSES CORPORATION 


PIER H, PORT RICHMOND 
Philadelphiay~ Pa. 


| ‘‘All your needs in grain and feeds’’ fe 


Sunset Feed & Grain Co., Inc. 


CHAMBER OF COMMERCE BRANCH OFFICE 
BUFFALO, N. Y. MIDDLETOWN, N. Y. 


FEED JOBBERS 


Also Representing: 


FAIRMONT CREAME co., Omaha, Dried Buttermilk 
OH CRAIG & COMPANY, Philadelphia, Pa........... Blackstrap Molasses 
OYSTER SHELL PRODUCTS CO., Philadelphia, Pa................ Oyster Shells 


£@ 6h A £6 £ 


With the season for fall and winter laying here at hand 
consider 


Pure, Selected, Crushed Oyster Shell from Oyster Reefs 


It takes proper feeding to keep hens laying at this time of most profit- 
able production. Poultrymen know this; they are planning now their winter 
ration. They are getting ready to buy. Be prepared. 


consider 


Shellbuilder 


because poultrymen like this new, crushed oyster shell from the shell reefs of 
Galveston Bay. They like it because it is selected, bright in color, odor- 
less, perfectly screened, , wrens, highly digestible, pure. It is 
packaged to sell. 


Write for samples (three sizes) and a price. You'll like both. 


Address our nearest representative: 


Guy H. Coons, J. T. SEXTON & Co., 
342 North Water Street 354 Board of Trade Building 
Milwaukee, Wisconsin Kansas City, Missouri 


WALTER HAERTEL PRODUCTS CO., 
Flour Exchange Building 
Minneapolis, Minnesota 


OR 


SHELLBUILDER, Ine. 


Cotton Exchange Building, Houston, Texas 


Mm AAAAAAAAA LA 
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J. C. HUBINGER BROS. CO.. Keokuk, Ia. .......................... Gluten Feed ‘ 
ROSENBAUM BROTHERS, Chicago, Grain 
| 


When you handle 


Darling’s Meat Scraps, 
Tankage and Bone Meal 


you are handling the best the 
world produces--and it doesn’t 


cost you one cent more than 
the other kind. 


Darling & Company 
Department A, Chicago, Ill. 


STATE DISTRIBUTORS 
LaBUDDE FEED & GRAIN CO., Milwaukee 


Cottonseed Meal 


ALL GRADES 
Arrival Drafts 


Quick Shipments 


Humphreys-Godwin Co. 


Established 1898 MEMPHIS, TENN. 


We Solicit Your Inquiries 
ALPINE BRAND 


FEEDING OAT PRODUCTS 
CANADIAN and DOMESTIC MILLFEEDS 
SCREENINGS 


ALL KINDS GROUND AND UNGROUND 


Write, wire or phone Main 4969 for Quotations. 


J. A. FORREST CO. 


Feed Merchants 


Straight or Mixed Cars. 


SECURITY BLDG. SINCE 1900 MINNEAPOLIS 
“FOR BETTER SERVICE” 

Phone Phone 
GENEVA GENEVA 
7389 7389 
HIAWATHA GRAIN COMPANY 
GRAIN MERCHANTS 
MINNEAPOLIS 
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M. M. NOWAK, Nowak Milling 
Corp., recently was host to a large 
number of his friends at a dinner party 
held at the Chicago Athletic club. 
Knowing that many people are more 
or less prejudiced against domestic, 
grain fed rabbit he arranged with the 
club chef to prepare a menu of this 
order. The guests all ate heartily and 
agreed that their prejudices were un- 
founded and that whenever Mr. Nowak 
planned to serve rabbit again they 
would hasten to accept his invitation. 


MR. AND MRS. HERMAN STEEN 
proudly announce the arrival of an 8% 
pound baby girl which was born Sep- 
tember 27. Mr. Steen, who is secretary 
of the Millers National federation, is 
busy acknowledging the congratulations 
of his many friends. 


THANK YOU, MR. NICKLES 

One way to meet chain store compe- 
tition and all other types of competi- 
tion through better merchandising, ac- 
cording to William A. Nickles, Cumber- 
land -Valley Cooperative association, 
Shippensburg, Pa., is to subscribe to 
and read The Feed Bag regularly each 
month. Mr. Nickles made this remark 
from the convention floor of the Penn- 
sylvania Millers & Feed Dealers asso- 
ciation during a discussion which fol- 
lowed an address by David K. Steen- 
bergh, managing editor of The Feed 
3ag, on the subject: “The Chain Feed 
Store Problem.” 


ICOLLET 
HOTEL 


“At the Gateway” 


Minneapolis 
NICOLLET -WASHINGTON 


HENNEPIN AVENUES 


—600— 


First Class Rooms 
AND 


Three Restaurants 
at MODERATE RATES 


Exeellent Food 


| 100L8S. 
=i DAR NGS 
= = 
> “NEED MEAT 
= | MEAT SCRAPS 
=| FOR POULTRY 
CRUDE FIORE MAX. 20% 
MEAT 
| | | 
| | 
i: 
e/Vew 
| | 
| | 
| of | 
a | | 
Courteous Serviee 
Central Location 
Heme of WCCO Seadies | 
BEDS 
: You 
COMFORT 


Ohe 


Franke Grain 


Established 1892 


GRAIN AND FEED 


MILWAUKEE, - WISCONSIN - 


of 
Dried Skimmilk 


or Pure 


Dried Buttermilk 


It Will Pay You to Wire US 
Car Lots Ton Lots 


La Budde Feed & Grain Co. 


MILWAUKEE, WISCONSIN 
Anything In Feeds 
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For slight additional premium this 
kind of a loss and others caused 
by Aircraft or Motor Truck may 
be included under your fire in- 
surance in the 


MILL MUTUALS 


Write your Insurance Company or 
Agency for particulars, or address 


Mutual Fire Prevention Bureau 


230 East Ohio Street Chicago, Illinois 


An A-C Feed 


for every need 
Best by test 


Dairy Ration 
32% Dairy Balancer 
Calf Meal 
Serateh Feed 
Egg Mash 
Fattener Mash 


Economical .. Guaranteed Pure 
Produce Results 


NO TROUBLE TO QUOTE PRICES 


WISCONSIN MILLING COMPANY 


MENOMONIE, WIS. 
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CLASSIFIED 


Service department for our read- 
ers. Low Rates: 25c per line; 
minimum $1.00. 


HAY FOR SALE 
Ifalfa-Clover-Timothy and Clover Mixed- 
Preirie oe. Delivered prices quoted. JOHN 
DEVLIN HAY CO., 192 North Clark street. 
Chicago, IIl. 


ELECTRIC MOTORS FOR SALE 
Hundreds of ‘‘Rockford Rebuilt’’ machines, all 
makes, types and sizes available for immediate 
shipment. All thoroughly overhauled and recon- 
ditioned, fully covered by our ‘One Year Guar- 
antee’’ against electrical or mechanical! defects. 
Send for complete stock list. 
BULLETIN No. 38. 
Sixty illustrated pages motors, 
t f ers, etc.. mailed free on request. 
"ROCKFORD POWER MACHINERY CO. 
616-618 Sixth Street, Rockford, Ill. 


OHIO 

Ray White, Glouster, has opened a 
feed store in the Beal building. 

E. H. Johanning, Noble Hatchery & 
Feed Store, Caldwell, has purchased ad- 
ditional property on which he plans to 
construct a new feed plant. 

M. F. Schuck has moved his feed 
store from 127 West Center street, Fos- 
toria, to 339 West North street. 

Windstorms recently damaged the 
property of the Buckingham Grain & 
Seed Co., Bellevue; Howard L. Hock- 
man, Canal Winchester; W. H. Brown, 
Clarks Station: Waldo Elevator Co., 
Waldo, and C. F. Mondhank, Lancaster. 


W. HOWARD AINSWORTH, Ma- 
son City, IIL, is building a large addi- 
tion to his warehouse. 


E.J. KOPPELKAM CO. 


GRAIN FUTURES 


373 Broadway 
MILWAUKEE, WISCONSIN 


Phones Broadway 0032, Daly 0783 


Member Chamber of Commerce 


FOR SALE OR RENT 


Custom feed mill and warehouse in good com- 
munity Electric power. Write A. J. MARTIN, 
Bloomer, Wis. 


Michigan Dealers Name 


Wolcott Secretary 


A. E. Wolcott, Saginaw, Mich., has 
been chosen secretary and treasurer of 
the Michigan Grain, Feed & Hay Deal- 
ers association and is now busy direct- 
ing the organization’s program for the 
ensuing year. Mr. Wolcott has estab- 
lished headquarters at 401 Eddy build- 
ing, Saginaw. 

Gus. Marotzke, Sebewaing, Mich., 
president of the association, also an- 
nounces the appointments of committee 
chairmen, which include A. J. Carpen- 
ter, arbitration; W. I. Biles, Saginaw, 
legislation; Eugene Wallace, Battle 
Creek, transportation, and Fred Zinn, 
Battle Creek, membership. 


F. M. CONCANNON, Huntington, 
Long Island, N. Y., suffered a severe 
loss when his feed store and ware- 
house were destroyed by fire, August 
22. He plans to rebuild at once and 
is now conducting business in tempo- 
rary quarters. 


NEBRASKA CONSOLIDATED 
MILLS COMPANY 


MILLERS OF. 


Mother’s Best Flour 


GET MY PRICES—SAVE MONEY 


A. L. STANCHFIELD 
Carlots and Mixed Cars 
FLOUR, MILLFEED 
OILMEAL, ETC. 


502 Corn Exchange Bldg. 
MINNEAPOLIS, MINN. 
“Stand by Stan’”’ 


GROUND Oat GROATS 


Low Fibre Content 


NORTH EAST FEED MILL CO. 


MINNEAPOLIS, MINN. 


Announcing a 
Special Arrangement 


on 
Meat Scraps 
Quantity Discounts 
Dealers Only 


Truck Loads or Car Loads 


So. St. Paul or Minneapolis 


Maney Bros. Mill & Elev. Co. 


MINNEAPOLIS, MINN. 
Telephone Main 3307 Collect 


CEREAL 


GRADING CO. 
MINNEAPOLIS 


SPECIALIZE IN 


GOOD 
CORN and OATS 
For 
WISCONSIN TRADE 


Prices Right—Service Prompt 
TRY US. 


anity Fair 


Flour 


Laboratory Tested. 
Made Right and Priced Right. 
Write for our prices in straight 
and mixed cars with bran, midd- 


lings, Cannon feed (flour midd- 
lings), and Billie feed (red dog). 


Cannon Valley Milling Co. 


MINNEAPOLIS, MINN. 


M.G.RANKIN & Co. 
GRAIN 
FEED 


Chamber of Commerce 
MILWAUKEE, WIS. 


TRADE MARK REGISTEREO 


BADGER BRAND 


Selected Seeds 
and Seed Corn 


L.Teweles Seed Co. 
Milwaukee, Wisconsin 
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usiness 
expands with 


Printed messages 
They are profitable 


ORTSCH 
BROS. & CO. 
Estasuisnep 1894 
PRINTERS 


LITHOGRAPHERS 
BINDERS 


522 N. MILWAUKEE STREET 


way 1076 WISCONSIH 
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N. SEYMOUR CROUCH, veteran in 
the milling industry of northern Penn- 
sylvania, died recently at his home in 
Erie, at the age of 65 years. For many 
years he operated the Merchant Mill- 
ing Co., Erie, founded by his father, the 
late Harvey Crouch. 


WISCONSIN 

Ray Schwenkert, Oconomowoc, who 
recently purchased the Johnson Seed 
Store, has remodeled it into a _ feed 
plant. A grand opening was held Sep- 
tember 11 and 12. 

Glenwood City Mill & Elevator, Glen- 
wood City, reopened for business Sep- 
tember 12, under the management of 
M. J. Garske. 

Poskin Feed Mill, Poskin, has been 
reopened under the management of T. 
j. Hanson, whose plant was destroyed 
by fire recently. 

Talg Brothers, Wonewoc, have in- 
stalled a new feed mill. 

Ross Johnson, Lima Center, has pur- 
chased the building and business of the 
Ladish-Stoppenbach Co., Milton Junc- 
tion. 

Werner F. Spoerl, Hartford, recently 
purchased the property of the Sunshine 
Stores, Inc., in that city and is oper- 
ating under the name, Hartford Eleva- 
tors. 

William Borst & Son, Brooklyn, are 
building an addition to their feed mill 
and are planning to install a mixer. 

Northern Supply Co., Amery, is open- 
ing a branch at Calumet, Mich., in 
quarters formerly occupied by E. R. 
(;odfrey & Sons Co. 


INCREASE THE 


MILK YIELD 
BY FEEDING 


PURITY DRIED 
GRAINS 


Protein 21% Fat 6% 


A perfect feed for the 
Dairy Cow and all 
other farm animals. 


WRITE 


Jos. Schlitz Beverage Co. 
Dept G. Milwaukee, Wis. 


F. J. PHELAN CO. 


418 Chamber of Commerce 


MILWAUKEE, 
WIS. 


“Grain Futures” 


Special Attention to Hedges 


Molasses 
Peat Moss 
Pearl Grit 
Salt 


Car Lots .. Ton Lots 


FEED SUPPLIES, INC. 


506 Chamber of C ce 


Milwaukee Wisconsin 


Dependable 
Western 


Alfalfa Meal 


for 
Dairy and 
Poultry Feeds’ 


The Denver Alfalfa 
Milling, & Products Co. 


LAMAR, COLORADO 


Branch Sales Office, 
403 Merchants Exchange, 
St. Louis, Mo. 


move of its Healthful 
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Our Trademark 
Protects Yours! 


Results are the yardstick that 
measure the continued demand 
for your brands. The proven 
potency of MARDEN ’S in 
both A and D vitamins... the 
exact balance... the unvary- 
ing standards of quality, pala- 
tability and results are certi- 
fied and guaranteed by the 
Marden trademark! For this 
protection you pay no premi- 
um—Marden’s actually costs 
less per feed ton! 


Write for low quantity prices. 


MARDEN’S 
CERTIFIED 


COD LIVER OIL 


MARDEN-WILD CORP. 


512 Columbia St., - Somerville, Mass. 
212 East Ohio St., - Chicago, Ill. 


MYLES 
LOUISIANA SALT 


*‘Nature’s Purest’”’ 


_ Here is an economical 
salt, because its strength 
and purity make possible 
the use of less Myles Salt 
than any other salt to do 
a given job. It contains 
no moisture when packed 
and is guaranteed not to 
harden. Farmers like 
Myles Salt because of its 
even-running grain and 
general all around use on 
the farm. 


Packed in MylesHome- 
spun Grey or White Bags. 


Write for Prices and Samples 


Myles Salt Co., Ltd. 


Chicago Sales Representative 
360 NO. MICHIGAN AVE., CHICAGO, ILL 
Telephone State 6276 
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Feed and Grain 


| 


| | 
THE RIEBS oo. 


Your CUSTOMERS 
WILL INSIST ON.... 


Blue Ribbon 


Sweet Dairy Feed 


| ... AGAIN THIS YEAR 


Obtainable in Straight or Mixed 
Cars with the BLUE BELL 
Quality Line of Dairy, Poultry, 
Pig and Hog Feeds. 


BROOKS MILLING CO. 
MINNEAPOLIS «» 


BALANCED 


DRIVE... 


Separators and Graders 


Existing machine 

practic wid all ma 
can be converted to 
the BUHLER DRIVE 


Vv 


Write for 125 FB Catalog 


S. Howes Co., Inc. 


dered the mo 


nclea ring the pas 


The most highly refined sieve- 
oscillating and shoe-balanc- 
ing mechanism the world has 


It replaces th entrics, ec- 
tric shaft ecting rods 
d other cumbersome, pow- 


er-wasting, trouble-making 
parts of the ordinary shoe 


Silver Creek, N. Y. 
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Quantity of Cod 
Liver Oil Necessary 
to Produce Amount 
of Vitamin Concen- 
trate Shown in 
Small Vial. 


CLO-TRATE 
Gives Your POULTRY 
The Essential Vitamins of 


Amount of Vita- 


Cod Liver Oil with a Mint =" 


After Removal 
of Vitamin-Free 
Fats from Cod 
Liver Oil Shown 
in Large Vial. 


Every poultryman knows the value of the 
A and D Vitamins of cod liver oil in the 
production of strong, healthy chicks, the 
prevention of rickets, nutritional roup 
and respiratory infections. 


Extensive biological tests have proved 
that Vitamin A as well as Vitamin D is 
essential to the production of healthy 
pou!try and that the combination of Vita- 
mins A and D as found in cod liver oil 
gives better results than where these two 
vitamins are obtained from separate 
sources. 


Important as is the need for these vita- 
mins, it is equally important that they be 
fed with a minimum of fats. Fats them- 
selves are injurious to chickens, they up- 
set digestion. Large quantities of fats 
materially reduce the effectiveness of the 
vitamins. 


It is for this reason that CLO-TRATE, 


CONCENTRATED 


113 North 13th Street 
Newark, N. J. 


mum of Objectionable Fats 


CLO-TRATE 


HEALTH PRODUCTS CORPORATION 


To F eed Dealers: In introducing CLO-TRATE Concen- 


which is a highly concentrated cod liver 
oil, is of such great value in poultry feed- 
ing. In the manufacture of CLO- 
TRATE, a high grade cod liver oil is con- 
centrated by the removal of vitamin free 
fats as shown in the illustration. The 
highly concentrated vitamin-bearing por- 
tion is then mixed with just enough of the 
oil to insure preservation of the vitamins 
and to permit uniform mixing with the 
feed. 


In no other way can so high a propor- 
tion of both Vitamins A and D from cod 
liver oil be obtained with so small a 
quantity of fats. 


CLO-TRATE mixes readily with any 
feed. It has all of the advantages of 
straight cod liver oil with none of its dis- 
advantages. It is economical. It will 
pay for itself many times over in the pro- 
duction of strong, healthy poultry. 


COD LIVER OIL 


323 West Polk Street 
Chicago, 


trated Cod Liver Oil to the feed trade, we guarantee to furnish you the 
identical concentrate we use in the manufacture of White’s Cod Liver 
Oil Concentrate wafers ‘‘accepted’’ by the American Medical Associa- 
tion. For further information and quotations write to the Health 
Products Corporation either at 323 West Polk Street, Chicago, Illinois, 


or at 113 North 13th Street, Newark, New Jersey. 
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The Standard Among 
Feeders Everywhere. 


Flour Business 
Is Good 
Among Dealers 
Handling 
King Midas 


King Midas 
Assures 
Dealer Profits 
Tomorrow 


Price appeal may sell any article a first time 
but it takes honest-to-goodness quality—the 
kind milled in King Midas flour—to assure 
regular repeat business. That’s why King 
Midas dealers are pushing King Midas quality 
for all it is worth, making money today and 
assuring continued profits for tomorrow. And 
the consumer is receiving the benefit of the 
lowest price in many, many years. 


GOUDEN TOUTE Mi d 
Helps 
| Make Money 
\ Today 
progressive dealers; handling King Midas. are 
really making money selling flour right now- 
Long recognized as “rhe Highest priced Flour 
in America and Worth Ay It Costs” Kine 
Midas is meeting very price resistance 
— even today: The Best is always in demand 
fee and King Midas continues to sell easily e- 
cause its quality is remembered long after the ; 
| 
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| 
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